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Butterfly IQ is currently working behind 
the scenes to help support front-line 
clinicians and patients with confirmed 
or suspected COVID-19.
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Well what a whirlwind these past couple of months 

have been. As I step into this new role as editor I am 

overwhelmed with a number of different emotions - all 

good be assured, and it has really opened my eyes as to 

the amount of genuinely kind people there are out there. 

Everyone within this community has been nothing but welcoming and 

helpful, which if anything has made it more enjoyable than I ever could 

have imagined. 

Not only has a lot changed for me recently in terms of becoming the new 

editor, but of course I can't not mention the pandemic that is unfolding 

worldwide. Not that there is ever a good time for a crisis like this to unfold, 

it is apt that it has coincided with this issue which looks at how to create a 

positive company culture within your team, and yourself (advice that will 

be crucial in the weeks and months ahead). We’ll also be looking at the 

best workspaces and co-working spaces out there, and what to look for 

when searching for a space to meet the needs of your startup (when we’re 

finally able to use them again of course)! 

It is in times like this that we really do have to pull together as a team, and 

do everything and anything to make things work and help each other. I'm 

sure I speak for a lot of people when I say that behind every great leader is 

an amazing team that is willing to do almost anything for you. 

That is what I have found with our team. This issue being my first one 

in charge was daunting, but was made so much easier and enjoyable 

having everyone at Startups Magazine pull together and help, especially 

during the COVID-19 woes. 

In this issue, we explore the ways to adapt when big unplanned changes 

come along, and how to keep that positivity and 'team feel' when 

working remotely. We take a look into the different avenues there are 

when it comes to workspaces (ready for when we are allowed back out 

there in big groups of people) and how to choose, work with, and not 

kill the perfect co-founder!

Creating a positive culture within your company is an important topic 

to explore, especially in the current circumstances, so let's keep morale 

high and learn to adapt and make changes - that is one thing startups 

seem to be amazing at. 

Going forward we have decided to cover a number of different startups 

sectors within each issue, so there is something for everyone. However, 

we will also have a focused industry, and this issue happens to be 

healthtech - again coincidentally very topical. 

So sit back in your 'home offices' whilst self-isolating and read up on 

how to maintain the positivity whilst the world is being turned on 

its head, and then take a look at some of the upcoming products and 

solutions that will one day revolutionise the health sector. 

team effort
A  N O T E  F R O M  T H E  E D I T O R

4 Writer: Anna Flockett,  
Startups Magazine.

Subscribed?
Join us at startupsmagazine.co.uk
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It is easy for everything right now to be overshadowed by the global 

coronavirus pandemic. However, awaiting the budget announcement 

from Rishi Sunak, there were other concerns for entrepreneurs to 

be considering as well, especially with speculation over an end to 

entrepreneurial relief and the ability to offset capital gains. 

However, alongside all of the more well-publicised coronavirus measures, 

the Government has also begun a number of initiatives to try and keep 

founders supported throughout this coronavirus. John Auckland, Founder 

of Tribefirst, has looked over the measures that effect entrepreneurs 

considering crowdfunding, and found: 

• From the start of the new tax year, the National Insurance 

Contributions Employment Allowance for small businesses will 

increase by £1,000 a year, from £3,000 to £4,000. 

• The 'temporary coronavirus business interruption loan scheme' 

might bolster startups with some extra working capital of up to 

£1.2m to get them through the tough times. 

• Also to help SMEs, any company with fewer than 250 employees will 

get help from the Government to cover statutory sick pay.

• Knowledge-intensive businesses might enjoy greater investment 

opportunities with further clarification on how the new Knowledge 

Intensive (KI) funds will work.

As for entrepreneurs' relief changes, thankfully although it has been 

reduced from a lifetime limit of £10m to £1m, this is unlikely to effect 

the majority of claimants and therefore hopefully not discourage 

entrepreneurs from taking necessary risks.

H O W  W I L L  T H E  B U D G E T 
E F F E C T  E N T R E P R E N E U R I A L 

C R O W D F U N D I N G ?

Writer: Editors,  
Startups Magazine.
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L E S S  T H A N  T E N  P E R C E N T  O F 
T H E  U K ’ S  T O P  5 0  S T A R T U P S  A R E 

F E M A L E  F O U N D E D

Recent research has revealed that of the UK’s top 50 startups for 2019 

92% were male. The research was undertaken by the team behind global 

affiliate network www.awin.com, in the wake of the launch of its Access 

programme, that allows startups and entrepreneurs to access the affiliate 

channel. The team analysed the UK’s top 50 startups of 2019 in order to 

create a profile of the founders and the businesses themselves.  

The sectors that appear most in the UK’s top 50 startups for 2019 were 

found to be tech (38%), finance (18%), consumer (10%) and business 

services (10%). 

Perhaps unsurprisingly, 88% of the top 50 were based out of London, with 

Southampton (4%) the second most popular location. Just one in 12 of 

the founders of the UK’s top 50 startups of 2019 were female, with four 

appearing in the complete list, accounting for 8%. 

Other findings of the study showed that more than half of Britons 

(57%) would prefer to work for a startup than a large corporation, with 

the most popular reasons for saying so emerging as ‘there will be better 

opportunities’ (30%), ‘startups are less corporate’ (26%) and ‘I’ll have 

more responsibility’ (19%).

Those that were currently working – or had recently worked – in a startup 

were asked if they enjoyed it, and three in five (61%) affirmed that they 

did. The most common answers given for enjoying the job were ‘I like the 

atmosphere’ (28%), ‘I enjoy the greater responsibility’ (23%) and ‘I like 

the close connection with the founder’ (17%). 

Commenting on the findings of the study, Michelle O’Sullivan, Business 

Development Director at www.awin.com, said: "Awin Access has opened 

the door for startups and entrepreneurs to embrace affiliate marketing, so 

we wanted to take a closer look at the UK startup landscape. It was eye-

opening to find that the vast majority of the top startups are still based 

in London and founded by men; our service aims to support start-ups of 

all shapes and sizes to cause a stir in this highly competitive sphere. Early 

results show this is doing just that, with 25% of the business leads being 

female."

S T A R T U P S  T Y P I C A L L Y  C R E A T E 
M O R E  J O B S  T H A N  S M E S

The average startup creates twice as many jobs as the average SME in our 

country. Nearly nine out of ten SMEs are sole traders, and within startups 

that is only 1.4% 

This is demonstrated by a recent survey carried out by accelerator Start It 

@KBC. It also found that along with the number of jobs and rising sales, 

investments in startups are therefore also increasing, however the role 

of the Government certainly remains crucial at an early stage to allow 

startups to grow.

The impact of startups on employment is strongly underestimated. 

The average startup employs 4.8 people, while the average SME barely 

employs 2.5 people, according to figures of the European Commission. 

Only 1.4% of startups consist of one person (the founder), while Unizo 

indicates that 88% of Belgian SMEs are sole traders.

The survey shows that startups continue to create new jobs. It also 

indicates that a large number of startups are planning an average of two 

additional recruits in their team over the next year. This would mean 

1,050 vacancies in 2020 for the entire Belgian community of Start it @

KBC, consisting of more than 500 active startups.

Lode Uytterschaut, Founder and CEO of Start it @KBC explains: "These 

figures are in line with the advice we give our startups to surround 

themselves with a team. To build a successful startup, you need different 

skills: you have to develop your product, you have to sell it, and you have 

to keep an eye on the figures.

"Few entrepreneurs can do all of that themselves. It is difficult to market 

a new product or service. It's hard work, you're guaranteed to face a few 

setbacks. Facing those times it helps if you can rely on co-founders or a 

team for mental support and additional expertise".

The startups that took part in the survey already realised €83.9m in sales 

since their launch. On average €540,000 per startup.

Tom Simonts, Senior Financial Economist at KBC, responds to the figures: 

"We see an exponential growth in sales of startups, and that is good news. 

It is crucial for startups to sell as quickly as possible because that is the 

most reliable and stable form of income."



This month we celebrated International 

Women’s Day, a very important date in 

the calendar that is very much needed. 

In the startup world, recent statistics 

show that only eight percent of founders are 

female. Yes, you heard that right, so therefore 

over 90% of founders are male. 

There are many points to discuss when it 

comes to this topic, some have been covered 

over and over again. However, things don’t 

seem to have changed much in the past few 

years, so do we need to keep banging that 

drum or change our tactics?

Step 3
One of the biggest problems leading to a lack 

of women in engineering, and of course in 

the tech startup world, is the number of girls 

in school studying STEM subjects, which 

results in some doors being closed later in 

their careers. Something needs to be done to 

encourage more young girls into STEM and 

engineering subjects to create a pipeline of 

workers to feed into the industry. 

With a lot of buzz around ‘digital transformation’ 

in the engineering industry, this is the perfect 

opportunity, with something new and exciting 

to help attract school children that wouldn’t 

necessarily have thought about engineering. It 

is creating interest at an early age that will lead 

to more women in the industry.

Research has shown that the number of girls in 

STEM subjects at A-level and degree level has 

increased by a quarter in the last decade. This 

pipeline of engineering talent has found its way 

into manufacturing, which has seen a slow but 

steady growth in the number of women in the 

industry, over the same period. Further to this, 

the influx has resulted in an organic increase in 

women in leadership roles.

Step 2
If we look at why females often don’t chose to 

study certain subjects, it's maybe due to the 

unconscious bias that has been instilled into us 

that we have yet been able to change. As soon 

as we can see that women who want to study, 

work in, and lead businesses in engineering, 

technology, and science have much to add and 

should be proactively empowered to do so, then 

we can start making a real difference.

It is about changing mindsets - people don’t 

realise how they’re acting is wrong, and are 

unconsciously being prejudice against gender. 

I believe we have realised that this is more 

than just a conversation about gender and 

lack of equality, it is now an issue for the 

industry and economy, and a challenge for 

everyone to overcome.

This change in traditional mindsets and views 

should be prioritised. There is a massive 

shortage in the industry, and it baffles me that 

we are in the year 2020, where we have such 

advanced technology, are regularly inventing 

new and innovative products and solutions, yet 

we still haven’t managed to achieve diverse and 

equal workforces and industries. 

Step 1
This is a team effort, as much as this is 

massively effecting women, 

men are effected as well 

and should be just as 

involved in the movement 

as women. 

You are never going to win 

a match when only 50% 

of the team is turning 

up to play. There are so 

many initiatives out there 

for ‘female founders’ and 

‘women in engineering’ 

but this problem effects everyone, no matter 

what gender, race, or beliefs. So the root of 

the problem is pulling together and getting 

everyone involved. Everyone is equal and as 

soon as we can come together and see this, 

it will help us move on to step 2 and change 

mindsets, and then eventually move onto step 

3 where you will be able to see a difference. 

You may be confused as to why I counted 

my steps backwards? This is because step 3 

is normally what is addressed and put into 

action, but actually the other steps are what 

happens when you scratch the surface and 

decide to look a bit deeper. 

Problems are not always what they seem to be 

on the surface, and the fact that the same topics 

have been covered again and again, and although 

we have seen some change, none have been 

substantial enough to leave a lasting impact.  

We can gain equality, not just in gender but in 

every aspect of society, but we need to tackle 

this one step at a time! Plus, to end on a more 

positive note, in other research it has been 

proven that female-owned digital startups are 

more likely to be successful, and investment in 

female-founded startups performs better than 

exclusively male-founded startups. 

So it’s not a man’s world after all- they do 

need us women!

88 Writer: Anna Flockett,  
Startups Magazine.
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BUSINESS

10 Writer: Joe Bush, 
Startups Magazine.

startup 
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T H E  W O R L D  I S  E M B A R K I N G  O N  A  P E R I O D  O F  G R E A T  T E C H N O L O G I C A L 
I N N O V A T I O N .  T H I S  M E A N S  T H A T  I N N O V A T O R S  T H E M S E L V E S  N E E D  A 

P L A C E  W H E R E  T H E Y  C A N  G R O W  T H E I R  I D E A S .  T E C H N O L O G Y  S T A R T U P S 
A R E  F A S T  B E C O M I N G  A  G R O W T H  A R E A  F O R  S E M I C O N D U C T O R 

M A N U F A C T U R E R S ,  A S  T H E Y  A R E  O F T E N  A T  T H E  C O A L  F A C E  O F  D E S I G N 
I N N O V A T I O N ,  P I O N E E R I N G  T H E  J O U R N E Y  T O W A R D S  T H E  F O U R T H 

I N D U S T R I A L  R E V O L U T I O N .

As part of a regular ‘Startup 

Launchpad’ feature, we speak to Pat 

O’Doherty, Vice President for the 

Emerging Business and Technology 

Group at Analog Devices about the company’s 

internal startup programme called Analog 

Garage, a corporate incubator programme to 

provide entrepreneurs with a path to propose, 

explore and scale new technologies and new 

business models.

The Analog Garage is a corporate incubator 

intended to provide external entrepreneurs 

and ADI intrapreneurs with a path to 

propose, explore, and scale new breakthrough 

technologies and business models. It’s called 

the Analog Garage for two reasons - to 

recognise the importance of analogue know-

how in many of the applications that are 

instrumenting the world, and to give a nod 

to all the garages, basements, and other non-

descript quarters that have served as home 

for countless 

beginnings in 

the history of 

technological 

innovation. 

O’Doherty 

commented: 

"Our mission 

is to focus 

on what’s 

next, and to 

generate real 

innovation 

and results. 

Whether you are a startup or job seeker, we 

are looking for people ready to work on life-

changing technologies."

H I S T O R Y
Despite being a large semiconductor company, 

much of ADI’s DNA is akin to that of a startup. 

Turning the clock back more than half a 

century to when the company began, it has 

always had a culture of innovation and risk-

taking. Just a few years after Analog Devices 

went public, the module maker gambled that 

integrated circuits would overtake discrete 

components by investing in semiconductor 

startup Nova Devices.

This willingness to take risks would prove 

to be essential in sustaining growth over 

the next few decades in the company’s core 

signal conditioning and conversion markets. 

Analog Devices invented and improved 

manufacturing technologies like bipolar 

process and laser trim technology to help 

ensure the highest-quality components. It 

also built the first CMOS converter.

Over the years, ADI would pivot again and 

again. The company moved into digital signal 

processing, which became popular as personal 

computers rushed to incorporate multimedia 

capabilities. As well, Analog Devices developed 

the first commercial MEMS accelerometers, 

which were used to make car airbags affordable 

and reliable. Today, ADI technology can be 

found in everything from factory equipment to 

activity trackers. 

Through the Analog Garage, startups, 

universities, research centres, and teams of ADI 

employees get the support they need to solve 

tough problems.

The Analog Garage was started four years ago 

in Cambridge, Massachusetts, with about 20 

engineers and moved to Boston a year ago when 

it outgrew its previous space. The Boston site 

now holds approximately 70 engineers with 

backgrounds in signal processing, machine 

learning and AI, materials scientists, system 

engineers, security technologists, and software 

and cloud developers.

Although the Analog Garage is headquartered 

in Boston, it has active initiatives across the 

globe focused on identifying breakthrough new 

technologies and business models that will help 

build our future. 

Any employee of ADI, whether they are based 

in India, China, Ireland, Germany, or the US can 

analog garage



propose a new idea. A team within the Analog 

Garage then works with the project champions 

to refine their idea and, if it meets the 

company’s criteria, pitch it to a venture board. 

From there, the board decides whether to fund 

it. Once funded, the project team can work on 

the project part-time or full-time, leaving their 

previous roles for the duration of the project. 

The projects are managed exactly like external 

venture capital-funded startups with angel, 

seed, Series A, and Series B stages with a strict 

focus on achieving project milestones, funding, 

and speed.

A N A L O G  G A R A G E  A N D 
R & D
The Analog Garage is part of ADI’s Emerging 

Business and Technology Group, which reports 

to the CTO and is separately managed and 

located physically apart from the business 

units comprising the rest of the $6bn parent 

company. The Analog Garage focuses entirely 

on opportunities that are high risk, high 

return ventures with the potential to turn into 

significant revenue within five to ten years. 

The R&D groups within ADI’s business units 

typically focus on technology that is expected to 

convert into product revenue within five years. 

However, the business units and the Analog 

Garage collaborate intensively on many projects 

that are ADI’s highest priorities. 

Many of Analog Garage’s employees have PhDs 

in signal processing, machine learning, or 

materials science, and tend to come from the 

leading research universities around the world 

and a variety of deep-tech startups. 

G R A D U A T E S
Graduates from Analog Garage initiatives 

either move into a business unit to seed a new 

business, which is the typical path, or they can 

be set up as a new business unit or spun out 

to grow entirely independent of ADI. This is 

determind by the business units and is largely 

based on strategic alignment and fit.

Commenting on how startup companies and 

entrepreneurs can partner with corporate and 

non-profit incubators, O'Doherty said: "We 

look at the universities and the incubators 

and the amount of innovation out there is just 

staggering. Added to that, the barriers to entry 

are beginning to disappear, and so for companies 

like ADI, to sit back on the laurels of our market 

position, established expertise, and creative 

engineering talent, and think that is enough - 

that is the death knell for any company. 

"It may take several years but that is the 

beginning of the end. So, the Analog Garage 

exists to look at the next five, ten, 15 years, 

and what technologies and capabilities we are 

looking to obtain in order to be able to grow and 

develop, and try and figure out what we want 

to be beyond the scope of most of our business 

units. Most of our business units deal in around 

a five-year time horizon.

"What we’re trying to do with the Analog Garage 

is to look beyond that. Not only in terms of 

time, but in terms of capabilities that are not 

adjacent to ours. Our company is very good at 

adding adjacent capabilities but historically we 

haven’t been as good at reaching out and seeing 

something that is beyond the clear vision of the 

company, and maybe a startup has something 

really unique and compelling. 

"So, Analog Garage has been created to reach 

out and interact with them – working on 

the impedance that exists between a large 

corporation and the startup and research 

community – and we’re really trying to develop 

win-win scenarios for ourselves and those 

other entities."

W A Y S  O F  C O N N E C T I N G
Analog Garage provides the strategic resources 

and funding for the big ideas of tomorrow, but 

it is through its accelerator partners that many 

entrepreneurs choose to reach out. 

These include Alchemist Accelerator which 

incubates a wide range of business-to-business 

ideas such as enterprise and customer 

development models; Greentown Labs which 

deal with hardware-focused entrepreneurs 

developing clean technology solutions for 

the world’s biggest energy and environmental 

challenges; Bolt, who specialise in pre-seed, pre-

product hardware funding; and MassChallenge, 

an incubator in Boston, Israel, Mexico, 

Switzerland, and the UK, helping entrepreneurs 

across any industry.

Connection can also be made through 

university programmes which are designed 

to nurture the translation of basic research 

into applied technology and educate new 

generations of scientists and engineers. Top 

university research complements internal 

Analog Garage activities and provides 

opportunities to engage in advanced 

technology development. 

Some leading programmes that have 

collaborated with Analog Devices include 

Berkeley University of California’s Berkeley 

Wireless Research Center (BWRC) and Stanford 

University’s Stanford SystemX Alliance.

WWW.STARTUPSMAGAZINE.CO.UK 11



disruptive live:

12 Writer: Kate Bennett, 
Director at Disruptive Live.

This reminds me of the Albert Einstein 

quote: "If you can’t explain it simply then 

you do not understand it well enough," 

which sums up the beauty and perfection 

of simplicity.

As a startup, you are now joined in the brave 

new world with a new enemy! That enemy I 

define as the terminology around tech startup 

culture that has permeated every corner of the 

industry. Series A, Series B, Seed Capital, LTV, 

CAC, the list goes on, but the question arises; 

"Who benefits from this complicated language 

and why?" 

The answer is very simple, which is the banking, 

investment, venture capital and related 

financial entities. These industries in some 

areas provide wonderful opportunities to all, but 

they are also the killer of great ideas, hopes and 

dreams. The fact is, despite multiple rounds of 

investment that are pertinent in the technology 

space, brand awareness and marketing do not 

welcome you to the doors of the very large 

enterprises and institutions which you may 

wish to sell to. The truth is that this leap may 

take many years and pain to overcome.

One of the easy answers to this, which are 

not really advertised within the startup 

community, is to leverage existing technology 

vendors and technology companies to 

co-market and work with you. So what are 

the benefits? Well, firstly is the access to 

customers, where your products and services 

provide the partner with innovation and 

customer conversations, and you get to 

leverage the partner’s credentials to access 

markets that were previously out of reach. 

An example of such a programme is the 

Celerity Garage, which is operated to enable 

startups to work with the Celerity teams to 

stand up software and hardware, and access 

the plethora of customers jointly in the 

Celerity portfolio. "As startups strive to scale 

at speed, having a platform to do so effectively, 

whilst ensuring security is at the forefront, 

can often be one of the biggest challenges," 

commented Celerity’s COO, Craig Aston. "Our 

aim is to work with startups to help them 

grow and access new markets organically; 

removing layers of technical complexity whilst 

keeping their valuable sensitive data secure. By 

ensuring that strategy and objectives are fully 

aligned with technology from the start, we are 

then able to support a continuous drive for 

innovation and the need to stay competitive. 

We offer an experienced and simplified 

approach to achieving business excellence 

through technology."

There are also options from many of the major 

vendors to enter the startup ecosystem from 

the likes of IBM, Lenovo, Bayer and many 

others. We are also seeing a huge uptake on 

programmes which are bringing large corporates 

to look at industry-aligned solutions that are 

able to be brought in (Hubraum in Germany is a 

great example of this for T-Systems).

Many of these programmes are readily 

available, although time restrictions can 

sometimes be placed for funded filming or free 

show attendance.

The thing to keep uppermost in one’s mind is to 

not treat applications or partnerships with these 

technology partners and vendors as pitches for 

investment, which usually results in confusion 

and a lack of clarity. 

When approaching a vendor or partner, my 

advice is always to be clear in expectation, deliver 

a clear message on the benefits of your product 

and be prepared to engage (within the tech 

space) with the relevant technology platform and 

not the current platform you sit on. 

Above all, work on what the joint 

proposition could be and ensure that you 

do customer and technology matching 

with patience as larger companies do not 

operate as startups. However, 90% of large 

companies don’t hold the moniker and fail 

within the first seven years. Be mindful of 

this culture clash and adjust accordingly.

Staying relevant as a new startup is a unique 

situation that poses various challenges at 

an early stage. Entering into the ring with 

established brands to cause some innovation 

and disruption can work in the benefit of a new 

organisation in a multitude of ways. 

As is the case in technology, breaking the 

mould of what is expected can be a fast-track to 

becoming the next figure head. Although using 

video content to market your brand is not a new 

concept, Disruptive Live are creating new and 

unique filming uses to shake up the industry 

for the brave few willing to expand their ideas. 

From 360 filming to our custom content options 

like the Elevator Pitch or 45 Seconds, we can 

bridge the gap from startup to industry titan by 

creatively expanding your audience reach. 

At Disruptive Live we provide video live streams 

and other resources to some of the world's 

largest vendors. This has given us a unique 

position to be able to view market trends and 

influence opinion. 

As such, we are always looking to bring the 

communities of vendors vs. start-ups together 

at our studios and hyper-scale events that we 

livestream from, such as Cloud Expo and DTX 

Europe. We have recently launched the Startups 

Magazine Cereal Entrepreneur show and look 

forward to welcoming the respective magazine 

readers to our studios in due course.

Kate Bennett
Socials: @disruptivelive
Website: disruptive.livethe power of video

I N  A N Y  B U S I N E S S  E C O S Y S T E M  O R  C O M M U N I T Y ,  P E O P L E  C O M M U N I C A T E 
A N D  C O N V E R S E  I N  L A N G U A G E S  T H A T  S H O W  D O M A I N - B A S E D 

K N O W L E D G E  A R O U N D  A  S U B J E C T  P E R T I N E N T  T O  T H A T  S E C T O R . 
E X C E L L E N T  E X A M P L E S  O F  T H I S  I N C L U D E  T H E  F I E L D S  O F  M E D I C I N E ,  L A W 
A N D  I N F O R M A T I O N  T E C H N O L O G Y ,  W H E R E  A  P L E T H O R A  O F  A C R O N Y M S 

A R E  S P E W E D  F O R T H  T O  B O T H  C O N F U S E  A N D  S T R O K E  E G O S  T H A T  D E F I N E 
S U P P O S E D L Y  B R I L L I A N T  T E C H N I C I A N S . 



Find out more:
Visit the website at www.disruptive.live
Visit the studios: 
Call us: 0203 371 8430 
Email: info@disruptive.live

Search “disruptiveLIVE”

Stay up to date through Disruptive Live for all the latest tech industry news 
anytime with talk shows broadcast live across the Disruptive Live website and Social 
media channels.

You can also catch Disruptive Live at some of the largest global tech events. broadcasting 
from London, Manchester, Singapore and Dubai to name a few.

We push the boundaries on video content, live streaming direct from our Southbank studios. 
You can also craft your own unique content with us, from writing on glass to building a set to 
suit your brand.
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startup 
hotspot

amsterdam

The city itself is well known - from the iconic bikes and the 

gentle canals, to the red light district, everyone has some 

idea of Amsterdam, but what makes such a comparatively 

small city the fourth largest startup hub in Europe? 

As well as being generally picturesque, Amsterdam has one 

of the most competitive economies in the world, giving it 

the space to offer a lot to early stage businesses, from events, 

schools, accelerators, incubators, co-working spaces, and 

coding academies, to a growing job ecosystem and investment 

landscape. The city also boasts a high proficiency with the 

English language, increasing its allure for international 

businesses – both big and small.

In this way, the city grows its attractiveness to startups from the 

ground up. Coding and data science are taught in schools in the 

city, which helps to foster the future talent that will emerge to 

join the 25% of Amsterdam already working in the tech sector. 

Because of this investment in the future, Amsterdam seems to 

be a safe bet for maintaining its status as a tech hub long into 

the future. And to sweeten the pot, salaries for people working 

in the tech sector are some of the highest in Europe. 

One of the key schemes that Amsterdam offers, which has 

helped to turn it into such a dynamic location for startup 

businesses, is the Startup Visa. The Startups Visa is a programme 

that makes it easier for entrepreneurs not from the Netherlands 

to start their business in Amsterdam, and get a foothold in the 

city. This scheme became possible as the Dutch Government 

set aside a €75m fund to support entrepreneurs, through 

the ‘Ambitious Entrepreneurship Action Plan’, with the goal 

of helping young businesses to access funding, information, 

support, and the global market.

With the aim of helping startups to grow into established, 

successful businesses, the Startup Visa targets entrepreneurs 

outside the European Union – soon to include the UK – and 

provides a one-year permanent residence permit for the 

Netherlands to the recipient. In order to receive this visa, 

the startup must agree to – and follow through with – the 

following provisions: 

• To work with an experienced Netherlands-based mentor

• To be innovative in the service or product being developed

• To have a clearly defined path to develop into a fully-

fledged business 

• Both the entrepreneur and mentor to be registered in the 

Trade Register of the Chamber of Commerce

• To have the financial means to live in the Netherlands for 

a year

At the end of the Startup Visa period, the business may then be 

eligible to receive an extended residence permit, providing that 

the requirements for the Dutch Government’s self-employment 

scheme are met. 

One thing to bear in mind for entrepreneurs thinking 

about applying for the Startup Visa, is that housing prices 

in Amsterdam are the highest in all the Netherlands, and 

that finding somewhere affordable to live – especially on a 

shoestring budget – can be extremely difficult to do. 

While bootstrapping champions show that funding doesn’t 

have to be external, startups still can’t spring up from nothing. 

Whether it is money, support, customers, developers or simply 

office space, every startup needs something to be able to grow. 

What makes a successful hot spot for burgeoning businesses 

then, is a healthy blend of all of these elements, as well as 

being able to offer a fun place to live outside of the office. 

Amsterdam is also well-known for having a more relaxed 

attitude to parents - both mothers and fathers – taking time off 

A L L  A R O U N D  T H E  W O R L D , 
S T A R T U P S  A R E  O N  T H E  R I S E . 
B U T  W H E R E  I S  T H E  B E S T  P L A C E 
T O  L A U N C H  A  S T A R T U P  F R O M ? 
I N  T H I S  F E A T U R E ,  S T A R T U P S 
M A G A Z I N E  T A K E S  A  L O O K 
A T  T H E  S T A R T U P S  H U B  I N 
A M S T E R D A M ,  A N D  W H A T  M A K E S 
I T  S U C H  A  B U B B L I N G  H O T  S P O T 
F O R  N E W  B U S I N E S S E S . 
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of work to spend time with their children. In the 2018 OECD Better Life 

Index, Amsterdam topped the charts for its work-life balance, with only 

0.4% of employees working very long hours – well below the average – 

indicating a healthy work-life culture in the city. 

At the most basic – and absolutely vital - level, a successful startup 

environment needs to have a great community and thriving ecosystem; 

support from peers, effective mentors and brimming with chances to 

scale-up. In Amsterdam, businesses can find all of this and more at one 

of the many startup hubs including: Startdock, A lab, B.Amsterdam, 

Epicentar, The thinkingHut, Merkspace, and TQ.

These hubs also give space to the lively entrepreneurial events calendar 

of Amsterdam, which happen all over the city. It would be impossible 

to list them all in this article, but highlights include events run by 

Amsterdam Startup Founder 101, which are free and designed to help 

founders learn the ropes of starting a company in Amsterdam via 

workshops and Q&A sessions, as well as building out their networks by 

creating space for startups to meet with potential collaborators. Another 

highlight event is the Women In Tech Regatta, aiming to connect 

women in tech to everything and everyone they need to succeed in the 

male-dominated world of tech.

Another key aspect of a successful startup environment is a lively and 

innovative technology hub. Technology today is ingrained into every 

business, not just tech startups, and having a buzzing community of 

techies helps not only tech startups, but also any early stage business 

looking to onboard some brainy help. Amsterdam has around 

500 different tech meetups and fosters a number of different tech 

communities, from Silicon Canals to Ladies that UX. 

Keeping the focus on tech companies, Amsterdam offers the non-

profit StartupDelta programme, techleap.nl, which helps young tech 

companies scale from infancy by helping them to access funding and 

talent within the market. 

From a growth standpoint, Amsterdam has a lot to offer, and with active 

venture capitalists, business angels, incubators and accelerators, the 

rocky road to scaling is somewhat smoothed. Some of the incubators 

and accelerators active in Amsterdam include: Ace Incubator, Collider, 

Rockstart, 15KM, XRBase, and Startupbootcamp Amsterdam. Among the 

venture capitalists in Amsterdam, and focussing first and foremost on 

tech startups, is HenQ Investments, which invests in companies from 

pre-seed to series A. 

But if you’re looking to start a business in Amsterdam, then you’re 

looking to live there as well, so what does the city itself have to offer? 

There are of course, the beautiful canals creating idyllic waterfront 

locations, but Amsterdam is also home to museums, parks, festivals 

and art, all coming together to make Amsterdam a hub of culture. For 

the more historically inclined there is a 12th century village, Ouderkerk 

aan de Amstel, just a cycle ride away from the city. Amsterdam has 

everything essential to be a bubbling, growing city; yet still manages to 

maintain the feel of a much smaller place to live. Amsterdam is a city 

that does sleep – in most districts at least – and thank goodness for that, 

because if you’re starting a business, rest is your new best friend. 

All of these factors come together to make Amsterdam the ideal startup 

hotspot that it is, so maybe some budding entrepreneurs out there 

might find that it’s time to ditch the car, buy a bike (and a bike-lock), 

and set up shop in a city that’s as pretty as it is lucrative. 



how can good design affect 
positive company culture?

16 Writer: Anna Downey, 
CEO, Buzzbar.

Let us know how we can help you. Book your 
next project in with Buzzbar, and quote ‘Startups 
Magazine' when booking for 45-minutes 
free consultation or scan the QR code here.

B U Z Z B A R ,  ‘ T H E  F U T U R E  O F  S T A R T U P 
M A R K E T I N G ’ ,  D E L V E S  I N T O  T H E 
I D E A S  A N D  W A Y S  T O  B U I L D  Y O U R 
B U S I N E S S .  W O R K  R E M O T E L Y  W I T H 
T H E  T E A M  O R  ( W H E N  T H I N G S  G E T 
B A C K  T O  N O R M A L ! )  S I T  S I D E - B Y -
S I D E  W I T H  T H E M  O N  Y O U R  N E X T  B I G 
I D E A  O R  E X I S T I N G  O N E S .  £ 6 5  A N 
H O U R  A N D  S T A R T U P S  M A G A Z I N E 
I S  G I V I N G  Y O U  4 5 - M I N U T E S  O N 
U S ,  J U S T  S C A N  T H I S  Q R  C O D E .

During these changing and challenging times, it is important 

to understand how company culture can be maintained and 

strengthened. Working from home can strain teams and be 

isolating but with the right strategy, people can be empowered 

to be more productive, happier and healthier. Here’s how we do it and 

what we learned along the way.

Buzzbar was founded on having multiple ways to deploy based on need and 

location but is, at its heart, a side-by-side business. Whether a Buzzbarx, 

where Buzzbar comes and works in a coworking space, on-demand, where 

we come to your office, or remote working, Buzzbar’s flexibility allows it to 

be agile, but each deployment comes with its challenges when creating a 

cohesive company culture. The key is strengthening bonds and reminding 

people about core values whether you are in one place or scattered across 

the globe connected by technology.

Video conferencing is a core way of communicating during remote work. 

The key? Pausing. No two connection speeds are ever aligned at the 

beginning so give each other time to adjust accordingly. At Buzzbar, we 

took all employees through a deck that was specially designed for how we 

want to ‘do’ remote work. You can find it on the Buzzbar blog (buzzbar.co/

whats-new/) along with other tips. 

Culture isn’t just waiting to begin on a video conference call though. 

The foundations run much deeper behind that particular decision. 

The decision isn’t to just wait, the decision to pause demonstrates a 

commitment to quality and prioritisation of the other person as much as 

the individual. No accident, I can assure you. 

Culture is created through shared values and experiences whether that’s 

Friday afternoon drinks or the daily catch up meeting. Everything plays 

a part and while things can also get busy, your core values guide you to 

make the right decisions, try new things and evolve. 

Remote working isn’t easy. All sides need discipline and a good dose of 

reality when it comes to adapting to distributed teams and timezone 

differences. The core is an ability to instil, demonstrate and expect the 

values you created as a team to shine through. How do you do this during a 

time when most of the world is locked down? Simple. Just kidding, it’s hard.

1. Recognise the adversity and make it a common goal to achieve, 

bad actor to thwart, thing to avoid. Whatever you do, make a 

spectacle of it, put it right out in front and get the team to focus on 

making sure it doesn’t win. 

2. Focus on shared experience. Whether it’s a mug, a t-shirt, a pen 

or something different - create a symbol that binds the group 

together. At Buzzbar we chose to create Zoom backgrounds that 

people can display that bring the group together and mirror back 

that they are part of a team and others are relying on them.

3. Use your re’s. Replay, redress, review, realign and revisit. All the re’s 

will not only help you move forward when something goes wrong, 

each helps you emphasise why the issue is an issue, without 

making anyone feel bad. The group of re’s also allow a safe space to 

workshop procedures that can avoid issues happening again. The 

choice of words when people are remote working is paramount.

4. Get married to your co-workers. Some of the best advice ever given 

was never go to sleep on an argument. The same is true when 

remote working. Not addressing issues face-to-face and fast can turn 

small issues into massive problems. Knowing and acknowledging 

issues can save hours down the line but more importantly foster a 

culture that fixes things before they're problems. 

Remote working can be a frustrating and challenging and while society 

may be heading in that direction generally, recent events have forced a shift 

change much faster than many are ready for. Utilising things like video 

dance parties, augmented reality filters, and virtual Friday drinks may sound 

ridiculous but they might just help your company bond on new levels that 

wouldn’t be usually possible. When conditions are forced upon us as they 

are right now, it’s important to remember the bonds that form at work. We 

saw it when we finally had to work from home, our people didn’t want to 

leave, no-one ran out the door that day. Take this opportunity to explore 

new options and focus on the people and not just the tasks to be done. 

After all, it’s about working together, not just getting the value extracted. 

Anna Downey
Socials: @buzzbarco
Website: buzzbar.co

company culture
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three stories every leader needs 
to know in order to scale

T H E R E  A R E  A  F E W  C R U N C H  M O M E N T S  F O R 
E V E R Y  L E A D E R  I N  A  S T A R T U P .  O N E  O F  T H E S E 
I S  T H E  M O M E N T  T H A T  T H E Y  D E C I D E  T O 
S C A L E .  I T  I S  A  T I M E  O F  R A P I D  C H A N G E  A N D 
U N C E R T A I N T Y  A S  N E W  P E O P L E  J O I N ,  T H E  T E C H 
P L A T F O R M S  E X P A N D  A N D  C U S T O M E R S  G R O W . 
L E A D E R S H I P  C O A C H  R O B  G R U N D E L  S H A R E S  H I S 
E X P E R I E N C E S  A N D  T O P  T I P S

How a leader communicates what's happening in these 

moments of change can make or break things. A few years 

ago, I consulted with a company where the CEO had made 

the call with his C-suite to scale the business towards an 

exit. Instead of courageously sharing what was about to change with 

his entire company he relied on those below him to communicate the 

message. As a result, nobody knew what was happening, people became 

unsure about their job safety and the culture in the company collapsed. 

It left a lot of bad blood.

We can be empathic to this CEO: it is scary to communicate these 

things. Scaling is a brave act and requires a lot from a leader - often a 

wholesale change of their own focus and a much deeper and squirmy 

relationship with uncertainty. As things grow, the belief can be that 

you as leader need to become more sure and more certain. It can be 

easy to hide behind phrases like 'just get it done' or to make yourself 

unavailable.

This feeling may be familiar to you. If you do find yourself here, there is 

an opportunity for you to lean in and provide your people simplicity in 

direction and decision making by starting to tell stories.

In moments of uncertainty there are three things people want to know:

1. What's about to change and why?

2. Where are we going?

3. How do I behave, especially when the going gets tough

Each of these is a story; a 1-3 minute anecdote that you could tell to 

your funders in the next review; in a meeting with your CFO or over 

coffee with your developers. The best stories are told frequently and 

informally rather than in a big one-off flashy presentation.

Your job as a leader is to curate these stories and then tell them as often 

and as widely as you can.

H O W  T O  C U R A T E  Y O U R  S T O R I E S
Here is a structure to think about putting these anecdotes together:

1. In the past, our world looked like this

2. Then something happened which meant that we decided to scale

3. Now we are doing these things so that we can scale

4. So that the future can look like this

What's important is to make each of these stories as specific as possible. 

If you're telling the 'what's about to change and why' story to the CFO you 

can bring specific details that relate to them. It might be very different as 

part of this specificity makes the story about people. It is a very different 

thing to say:

"In the past our company used to be focused on achieving X..."

Compare that to the more human:

"In the past I, as the leader, chose to focus the company on achieving X 

because what was important to me was..."

Notice how this is a more vulnerable (but meaningful) way of speaking. 

We tend to shy away from vulnerability. You can observe this habit in 

your friends and colleagues: people often tell a story about themselves 

and use the word 'we' instead of 'I'. It depersonalises it and makes it 

safer. However, the safer the story is, the less impactful it becomes.

Another way of being specific is to use examples that already exist. 

William Gibson said: "The future is already here, just unevenly 

distributed."In the case of the 'how do we behave' stories, think of people 

in your company who truly embody the culture of the company. Find a 

single example of this and begin to tell it; especially to new joiners who 

can then start to understand what excellence actually looks like."

W H E N  A N D  H O W  T O  T E L L  T H E S E 
S T O R I E S
I always recommend that leaders tell the story first and then follow with 

the details. The first one to three minutes is you declaring "I want to 

share with you the moment I decided to scale...". The rest of the meeting 

can then be all the details of it.

Before you enter the meeting think about which story would be most 

powerful as a context setter and never say: "I want to tell you a story." 

Just tell it. 

There is so little powerful storytelling in business. It's whenever you 

need to signal or reinforce change. It could be to the board, investors, 

developers or even to the press.

Stories are simple and necessary for humans to understand where 

they're at and where they're going. They are your best tool as a leader to 

influence and create clarity as you scale.

Rob Grundel
Socials: @robgrundel 

Website: robgrundel.com

company culture



Innovation is the process of bringing ideas 

to life to create an impact. Finding a match 

between a problem and a solution. In today’s 

world, innovation is imperative. It isn’t 

evenly distributed and can’t happen on its own. 

Critical innovation needs entrepreneurs, large 

organisations, academics, the public sector and 

venture capital firms, and together, they make 

up an ecosystem. 

What follows is a recurring flow of resources, 

which speed up the development of innovative 

solutions to present global challenges. The 

economy is diversified – new investment 

opportunities, an information and an industry 

flow exchange, value creation (jobs!). It is a cycle. 

For an innovation ecosystem to be put in 

place, decision-makers themselves need to 

possess a high level of grit, confidence and 

sound judgement. 

Leadership

 "When you can move people to contribute 
to their fullest, it has a tremendous impact."- 
Rosalind Hudnell, Intel

Even though leadership development is a 

top goal for executive teams on a global scale, 

less than 25% of them feel confident in their 

capabilities. And it does have an economic 

impact - sub-optimal practices can cause a 

loss of up to 50% of a company’s productivity. 

Respect is earned – a boss is not a leader by 

default. Managers seek conformity, while 

leaders look for innovation.

Be mindful of your own red flags and ways to 

address them:

1. Ownership – Recognise and adequately 

praise efforts of subordinates or you risk 

losing your best performers.

2. Blame – Never scold an employee in 

public. Show how it should be done right, 

rather than why it is wrong.

3. Fear – Create an environment where it 

is encouraged to fail. Risks need to be 

taken for innovation to take place.

In today’s world, the individual example set by 

great leaders can empower and inspire others 

to follow. A motivated, collective action with 

benefits for us all to reap.

This is illustrated by the recent response 

of leading tech companies Facebook and 

Google to the world pandemic. Addressing 

the population’s demand for information and 

innovation through money (bold donations for 

United Nations Foundation and World Health 

Organisation’s new COVID-19 Solidarity Fund), 

manpower and data-crunching skills. 

In venture capital, funders partner with 

entrepreneurs to support them across the 

various stages of growth on their journey to 

innovation. Support that includes advice or 

guidance on crucial business areas when scaling. 

During a recently hosted portfolio workshop 

on hiring, one of the questions to the guest 

speaker (Head of Strategic Growth and Senior 

Director of Sales at the largest company in 

the shared workspace industry) was whether 

business values are to change with expansion. 

His response was negative – not unless there has 

been a drastic shift in the company’s mission.  

"People don’t care about what you a say, they 
care about what you build" – Mark Zuckerberg

Facebook’s brand was growing in line with 

its culture. Its focus on product, transparency 

and employees, held up by its values since its 

inception. A great leader gives direction by 

setting up the strong guiding principle in place 

for an organisation. The company’s values. 

"Ensure that you take time to define values 

that truly reflect how you want to do business. 

These can effectively become a code of conduct 

for all employees," according to Harvir Sangha, 

Founder of Doyenne, a social tech startup 

helping companies build inclusive workforces.

Whether it is the desire to create a social 

impact - focusing on solving the most 

important problems, or the importance of 

transparency – informed people make better 

decisions with greater impact. 

Diversity 
Diversity is a catalyst to innovation. Over 55% 

of the world’s largest companies find leveraging 

diversity for achieving business goals (including 

innovation) is an increased priority and a 

competitive advantage in a fast-changing market. 

Just like innovation, diversity can’t exist in silos.

By identifying and funding innovation, the 

venture capital industry is the engine of 

economic growth. Yet the racial and gender 

makeup of venture capital firms continues 

to be homogenous. An inclusive workplace 

culture drives innovation and leads to a 

better company performance. Yet the racial 

and gender makeup of venture capital firms 

continues to be homogenous. In the US, Only 

eight percent of investors are women, and 

65% of VC firms still have no female partner. 

Over 40% of investors come from a finance or 

a consulting background. A diverse pipeline 

and platform as a firm reflects the team’s own 

networks. In my personal perspective, coming 

from the world of media enables me to quickly 

spot cultural insights. 

Writer: Tzvete Doncheva,  
Round Hill Ventures.
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innovation, leadership and culture
Tzvete Doncheva

Socials: @tdoncheva1

W E  A R E  U N D E R G O I N G  A  D I G I T A L  T R A N S F O R M A T I O N . 
P R O C E S S E S ,  P R A C T I C E S  A N D  P E O P L E  A R E  A D A P T I N G  T O 
A  C H A N G I N G  E N V I R O N M E N T .  D I G I T I S A T I O N  S H I F T S  T H E 
T R A D I T I O N A L  P A R A D I G M  F O R  S O C I E T I E S  A N D  B U S I N E S S E S . 
L E A D E R S  A R E  T O  S E T  I N N O V A T I O N  F R A M E W O R K S ,  S O  T H E 
R I G H T  C A P A B I L I T I E S  T O  E X P L O R E  A R E  D E V E L O P E D .
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Culture and inclusion 
Moving away from simple economics, to attract 

and retain the best talent, a diverse workforce 

must also be supported in an inclusive 

workplace environment.

"Diversity starts with your recruitment process 

and ensuring you’re hiring diverse people, but 

inclusion is embedded in every business act 

you perform," added Sangha.

An inclusive culture creates a sense of 

belonging for junior and senior employees. On 

the contrary, a bad, toxic environment turns the 

work environment into a fighting arena. Drama, 

competition and lack of support between 

employees are some of the negative effects to 

look out for. 

When building a team and recruiting for new 

roles, invest time and financial resources to 

develop good managers. People who will help 

new joiners assimilate quickly and inspire them.

Areas to focus on:

1. Develop a culture of continuity and 

ownership 

2. Grow employees into leaders 

3. Learn how to delegate

Hiring and expanding your team when scaling 

is complex. So what impact does youth have?

"If you're a young CEO and you're recruiting 

employees that are much older and more 

experienced, take assurance from the fact that 

they're applying to work with you in the first 

place. They believe in what you’re building and 

want to get behind it. Have a referral point for 

expected behaviours in the workplace. These can 

be developed as a team effort, ensuring buy-in," 

another tip from Sangha.

A strong, inclusive work culture naturally makes 

a business appealing to work for. Attracting 

the most talented and qualified people creates 

healthy competition between employees. The 

challenge is keeping a competitive yet positive 

atmosphere, while fostering growth and 

learning. Beyond benefits and perks, what is 

the role of a productive workspace?

The right work environment 
People spend 90% of their time indoors and a 

higher percentage at their desk or workstation 

than at home. The right office space promotes 

openness, collaboration and increases team 

productivity. Whether gender or industry 

specific, operators serving the needs of a 

specific audience are gaining popularity.

Can industry-specific coworking enable future 

innovation quicker?

London Connectory, is a co-creation urban 

mobility hub in Old Street, whose set up by 

itself is an example of collaboration of different 

stakeholders working together. Owned by a 

leading corporate (Bosch), ran by an innovative 

startup platform (Nitrous) and in partnership 

with a public sector body (Transport for 

London), it acts as the fertile ground for 

future solutions of current London transport 

challenges to be developed. 

Female–only coworking is a rising trend, 

offering women not only the benefits of a 

productive environment but valuable business 

resources. Krisztina Tardos, Founder of The 

Merit Club, an online-women-only member 

club, takes the concept a step further to offer 

ladies even more flexibility – in a ‘pop-up 

coworking days’ format in hotels, restaurants 

and private members clubs. 

It is now also in the form of a virtual workspace 

with daily goal settings and video power hours, 

helping female leaders combat loneliness and 

continue to be inspired in this challenging time.

BUSINESS

Problem. Fast growing tech startups need good quality video content that tells
their story for visibility and exposure. But they don't always have the internal
resources to make this a reality.

Solution. We will create a video documentary about your startup which includes
an interview with the founder and members of the team as well as an office
tour. All within a minimal budget and time commitment.

Join 14 others like Soldo, Lavanda,
ChargedUp, ForwardHealth, Increasingly,
Elder, Seedlegals, Perlego and many more
that appeared on the show.

Let's tell your startup's story with your very own video documentary.

Apply here.
 startupsoflondon.com/contact



On average, we spend one third of 

our lives at work. And, if you’re 

launching a startup you’re likely 

to be clocking in even extra time, 

so health and wellbeing in the workplace need 

to be seen as more than just a footnote.  

Plus X have just launched a new seven storey 

innovation hub in Brighton, due to open 

in March, which has been designed to be 

the healthiest building in the country for 

entrepreneurs and business of all sizes. The 

architecture and design of Plus X innovation 

hubs is inspired by the knowledge that our fast 

growth founders need surround sound support - 

in product and mental resilience.

So what does it take to create the healthiest 

building in the City of Brighton? Plus X has 

been working closely with developer U+I and 

health and wellbeing consultant Wellspace in 

a bid to join the handful of buildings globally 

which are accredited with a ‘Platinum’ rating by 

the WELL Building Institute. 

What this means is that when it comes to 

promoting good health, every part of the 

building is taken into consideration. Floor 

to ceiling windows safeguard natural human 

circadian cycles, whilst air quality tracks CO2 

and dust levels to monitor healthy breathing 

requirements. The staircases play bespoke 

music with psychoacoustic qualities, driving 

relaxation and positivity. The staff have been 

trained in mental health to spot signs of 

stress, and details such as regular yoga classes, 

rosemary infused water and specially blended 

tea, which are all proven to help focus, boost 

immunity and heighten alertness, are available 

for members. The combination of these 

features amount to a building that enables 

and sustains a highly productive and happy 

workforce. This productivity then helps a 

fledgling business to grow. 

Good nutrition is also a key aspect of positive 

productivity and the on-site natural food cafe 

menu helps drive good energy and maintain a 

balanced day - avoiding afternoon slumps!

Studies have proven that when surrounded 

by plants, people’s happiness, focus and 

productivity improves, so Plus X has a ‘biophilia 

strategy’ which incorporates plenty of fresh 

greenery through the building. The space 

will feature Brighton’s first rooftop terrace 

overlooking the sea and the Downs and offers  

edible plants and herbs. Plus X Brighton is also 

designed to be ultra-sustainable, from the use 

of green electricity, solar panels and zero landfill 

policy, to using locally sourced produce in café.

By designing healthy, sustainable work 

environments, Plus X is looking to 

fundamentally change the dynamics of the 

local area and economy. A sensitively designed 

workspace will improve workers’ happiness. 

This in turn allows for more organic, authentic 

clustering and enables business scaleup and 

success. These positive outcomes of design 

travel outside the building footprint, creating 

more resilient, successful economies and 

spurring neighbouring businesses to grow 

too.  A recent study by economic consultant 

Real Worth compared the economic and social 

benefits of a Plus X to a traditional office. It 

found that a Plus X creates as much as 160 

times more social and economic value as that of 

a traditional office letting.

In the future, Plus X plans to create more 

spaces that are distinctive, local and genuinely 

transformational, 

beyond Brighton.

Writer: Gaby Jesson, 
Plus X.

finding the perfect 
workspace
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W H E N  Y O U  S T A R T U P  M O S T  O F  T I M E 
Y O U  W I L L  B E  W O R K I N G  F R O M 

Y O U R  L I V I N G  R O O M ,  B E D R O O M 
O R  E V E N  A  G A R A G E ,  B U T  T H E R E 

A R E  S O  M A N Y  C O - W O R K S P A C E S , 
H O T S E A T I N G  A N D  S H A R E D  O F F I C E S 

O U T  T H E R E .  B U T  H O W  D O  Y O U 
K N O W  W H I C H  O N E  I S  R I G H T  F O R 

Y O U ?
Plus X

Gaby Jesson 
Socials: @plusxspace
Website: plusx.space
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Starting and growing a business can be a 

daunting undertaking – from designing a brand 

from scratch, choosing the right business 

partners and suppliers, to picking the right 

office space, there is a lot to think about. 

In our hyper-connected digital world, it can 

be easy to overlook the importance of real-life 

encounters. Having a trusted support network 

– both personally and professionally – is an 

invaluable resource for any new or small 

business and one of the many perks of flexible 

office space. At Workspace, we encourage our 

customers to get to know each other through 

networking sessions, working groups and 

events, where they can meet and form bonds 

with likeminded businesses. 

Many of our events place customers centre 

stage or feature external business founders or 

leaders from renowned brands, who highlight 

emerging trends and provide valuable guidance 

for other small and medium-sized businesses. 

A recent Workspace event included a 

panel of venture capitalists and business 

founders sharing their views on the start-up 

environment to an audience of around 80 

customers. The panel discussion provided 

critical information for those looking for 

investment or interested in how to approach 

the venture capital landscape – and included a 

dinner afterwards for customers to network.

This fosters an environment where questions 

and networking are commonplace, and where 

businesses support each other. Engaging 

events help establish a diverse network of 

people from other companies for customers 

to call upon when needed. This flow of 

knowledge and creativity can be hugely 

advantageous, meaning teams can absorb new, 

innovative ideas from others.

According to an Office Genie study, however, 

45% of people think their business actively 

fails to promote collaborative work. Buildings 

with well-designed breakout space, co-working 

areas and cafés should help cultivate a hub for 

curiosity and encourage interaction.

Areas designed to encourage collaboration 

also strengthen that sense of community. 

Many flexible office buildings possess buzzy 

communal areas that teem with potential 

clients and collaborators. So before you commit 

to an office, it’s worth sampling one of the 

communal areas in the building for a few hours 

to make sure it engenders the right sort of 

culture for your company.

Top Tip

Different workspaces work for different 
types of people and businesses, that is 
why there are so many out there! So don't 
be afraid to go out there and look at a few 
options before you tie yourself down to a 
subscription - try before you buy style!

Workspace

Lisa Carroll
Socials: @WorkspaceGroup
Website: workspace.co.uk
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Writer: Anna Anderson, 
Kindred.
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With the average UK commute taking just 

under an hour, the idea of working in your 

PJs from your living room might sound 

like a dream to some first time founders. 

However, for many people that I meet 

who have recently chosen the ‘be your 

own boss’ path, this can get very old very 

quickly, and after the initial honeymoon 

period, working this way can lead to 

feelings of loneliness and low motivation. 

Separating home from work is crucial for 

long term mental wellbeing and creating 

the much needed space to decompress 

after a long day. 

So one of the first things I would 

recommend is considering just how much 

space - physically - you want to create 

between work and play. 

If you’ve never done this before, I suggest 

brainstorming what your perfect working 

week looks like, and factor in your ideal 

environment. 

Perhaps you like the option of working 

within the fast pace buzz of the big city, or 

maybe one of your new found benchmarks 

of success will be an energising 20 minute 

stroll from home to ‘the office’? 

This work will help you identify how 

you want to feel and allow you to make 

a choice based on achieving a more 

fulfilling lifestyle. 

The concept of ‘shared workspace’ means 

different things to different people, and 

again, this is worth exploring in your 

‘ideal work week’ exercise. 

Are you someone who is excited by the 

idea of feeling different energies within 

a co-working space depending on your 

mood that day? 

Or would you be annoyed to find 

someone is sitting in your favourite ‘right 

hand table-next to the big window-that 

gets just the right amount of light for 

your evening webinars’? 

Many co-working spaces will offer the 

option of dedicated desks alongside 

hot-desking, break out areas, and quiet 

working zones. 

If this is the first time you’ve 

experienced co-working, and you’re 

used to having a trusty filing cabinet at 

your side just like in your previous 9-5, 

you might want to consider whether 

this is a necessary requirement for your 

new found freedom? 

Or whether you’re happy with keeping 

business files, samples and equipment in 

the comfort of your home. 

Some spaces offer overnight lockers for 

business essentials, but these often do 

come with an added cost, so make sure 

you look into all your options with all the 

different spaces.

Small business owners and startups are 

often working within a strict budget, so 

it goes without saying cost is often the 

main factor in making the big decisions. 

With new spaces opening up on a 

monthly basis, and the once revered co-

working space Goliaths taking a hit of bad 

PR at the moment, it can be confusing for 

business owners to know where they’re 

going to get the most for their money, 

and how the space they choose today will 

meet their evolving business needs in the 

future. 

Things like mail-handling, the option for 

a registered business address, meeting 

rooms, and phone booths are all practical 

add-ons that can support your business, 

but don’t forget to look for the stuff that 

you can’t necessarily put a price on. 

Often people commit to Kindred's ‘Digital 

Nomad’ package because they understand 

the added value of human connection, 

being held accountable by a team of peers, 

and member events that keep the work 

life balance just right. 

Go back to your ideal work week exercise 

and think about the kind of people you 

want to surround yourself with and how 

As the Founder of Kindred, a co-working and members space with 
a heart for community and connection, Anna Anderson knows all 
too well the questions that solopreneurs and small businesses ask 
themselves when deciding upon a co-working space that works for 
them. Each business has its own unique set of needs, but there are 
some common queries that keep popping up time and time again. 
With these in mind, here she has collated the need-to-knows for 
those looking for added value, a great environment, and a place 
they feel confident will help them grow their business.

Kindred

Location, Location, 
Location

Hot Desk vs. 'That's 
my desk'

Where is the added 
value?

Find your tribe
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this can enhance your personal and 

professional needs. 

For example, if you’ve spent many years 

grafting in the corporate world and have 

felt burnt out by it, you might want to 

choose a more conscious community 

within which to start your new venture. 

Or maybe you’re a creative who LOVES tech 

and you want to bring your unique flair and 

expertise to the growing app industry? 

They say "you’re the average of the five 

people you spend the most time with", 

so if you’re working solo or in a small 

team, you want to make sure that it’s 

time well spent, which allows you to 

create effortless professional and personal 

relationships. At Kindred, we know that 

there are plenty of co-working spaces 

that offer a range of perks, but our USP 

is our community. We’re proud to say 

we’ve facilitated business connections of 

real value, new friendships and even a 

marriage from our first ever NYE party!  

If you’ve chosen to work for yourself or 

start a new project, it’s 

probably because you 

can no longer ignore that 

feeling that you’re ready 

to take the leap and create 

a new chapter in your life. 

It’s a BIG, bold move, and 

you deserve a co-working 

space that makes you feel 

as excited as your great 

idea.

The Feel Good Factor goes 

beyond a tick list, so it’s worth shopping 

around and exploring some of the options 

currently available to you, and see what 

makes you feel like you ‘belong’. 

For example, if you’re an interiors 

buff, you might appreciate a relaxed 

and sophisticated setting for hosting 

external meetings. Or if you’re looking 

for something that ‘does what it says on 

the tin’ you could opt for a modern, open 

plan office vibe where conversation with 

other co workers is an option, but not 

actively encouraged. 

Ultimately you want a space that you feel 

excited to walk into every day, and one 

that leaves you feeling energised when 

you leave.

Does it have the feel 
good factor? Anna Anderson

Socials:  @londonkindred 
Website: wearekindred.com



Writer: Dina Bayasanova, 
Pitchme.co.
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C O M P E T E N C Y - B A S E D  J O B 
D E S C R I P T I O N S
A good job description does not start with the job title. Your 

business is solving a big problem, disrupts a market, or creates an 

innovative product. Think about where your company needs to 

be in a year and identify a skillset required to achieve this plan. 

The best hires happen when a company writes a job description 

outlining competences of the desired new employee rather than 

day-to-day duties. 

The benefit of using a competency-based approach is that it unifies 

all descriptions and positions across your startup under a common 

framework. This provides an idea of the startup’s structure, and 

allows candidates to get a much better grasp on the roles, levels, 

and dependencies between jobs in the team they will join.

Think of competencies that describe required soft skills – 'attention 

to detail' or 'fostering communication.' Focus on what skills are 

already present in the team and what is missing. Then go beyond 

soft skills to technical skills needed for specialised roles.

L O O K  F O R  P E O P L E  W I T H  A 
G R O W T H  M I N D S E T
It doesn’t matter what someone’s job title is, great 

value and ideas come from everywhere in the company 

and people with a growth mindset do this the most.

Hiring people with a growth mindset means that, 

instead of hiring fixed talent, you are hiring people 

who will become more and more talented over time. 

The point here being — you should do everything in your power to 

fill your team with people who take ownership and responsibility 

for their role, these people are leaders — and you can be a leader 

without necessarily managing people.

The initial screening and the interview should focus not only 

on the assessment of skills, but also on previous experiences 

that indicate dynamic development as well as potential growth. 

That may include fast shifting from one area to another, a diversity 

of responsibilities within previous organisations, cross-cultural 

and multilanguage experiences, as well as evidence of continuous 

learning in response to new challenges. 

D O  N O T  H I R E  F R I E N D S  A N D  F A M I L Y
Hiring your friends and family at the begining may be okay. 

Especially if they are really interested in helping you 

get off the ground in the early stage and are working 

for free or for a very reduced wage while you have 

little or nothing. But that can't go on forever.

When you hire friends and family they may sometimes 

expect professional and personal freedoms that 

they would not expect in normal employee-boss 

relationships. They may not look at agreements, 

commitments, and deadlines as absolute, costing you 

clients if you've trusted important work to them. Or 

even give you unwanted advice, which is hard to refuse without the 

fear of offending them.

Hiring friends is a lose-lose situation. Often, the day that you hire a 

friend is also the day you lose that friend. When your title abruptly 

changes from friend to boss, it brings a lot of nuances being the 

person in charge, a responsibility that can result in resentment.

Relying on recommendations from your social network connections 

can risk limiting your search.

S T R E A M L I N E  T H E  P R O C E S S
To make the process smooth for all parties it is 

important to streamline it and be disciplined. Last 

thing you want is to miss the right person as you 

did not respond soon enough and he accepted 

another offer. 

Set yourself a deadline which you need to make a 

decision by, dedicate one hour a day to review CVs 

and respond to applicants. It's easier if you create a simple pipeline 

and move candidates along it: two weeks to receive applications, 

third week for interviews, fourth week for a task (if you have one). 

Communicate this timeline to candidates so they can manage their 

expectations accordingly. 

All the above-mentioned factors are building a positive, 

attractive reputation by strengthening your overall company 

culture. The candidates that you consider today can be 

potentially your clients or users tomorrow. Recruitment 

process affects your business 

reputation and recognition 

within community. In that 

light, you hiring is much closer 

to your marketing and PR than 

you may think.

recruiting for a startup

Dina Bayasanova
Socials: @pitchme_co
Website: pitchme.co

E V E R Y  S T A R T U P  R E A C H E S  A  S T A G E  W H E N  I T  N E E D S  T O  M A K E  A  H I R E . 
T H E R E  A R E  D I F F E R E N T  W A Y S  T O  L O O K  F O R  T A L E N T :  F R E E  J O B  B O A R D S , 
O U T S O U R C E D  R E C R U I T E R  O R  P R O F E S S I O N A L  H E A D H U N T E R .  D I N A 
B A Y A S A N O V A  H A S  W O R K E D  W I T H  2 0 0  S T A R T U P S A N D  H E R E  A R E  A  F E W 
M A I N  P R I N C I P L E S  O F  H I R I N G  T H A T  L E A D  T O  A N  O V E R A L L  S U C C E S S .

company culture
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what are the most 
important qualities to look 
for in your co-founder or 
team?
Vas Sarin of Tab Care:
"Trustworthy, hardworking and mentally 

resilient to rejection (oh boy do you get rejected 

a lot as a founder!)"

Charles Armitage of Florence:
"More than anything, you need to have a 

co-founder that you respect and get along 

with.  This definitely doesn't mean that you 

should agree on everything, but you should 

be comfortable enough with each other to be 

able to debate points of contention openly and 

honestly. Trust and honesty and key. 

"From the word go, it's also essential to get 

an idea of what their goals and ambitions are. 

Being aligned on this fundamental point is 

important and it will feed into almost every 

decision that you take."

Gareth Fryer of Fika:
"The fundamental thing is having the right 

mindset. I want people with a positive attitude 

that’ll run towards problems, not away from 

them. Startups are defined by how they deal with 

problems, not the good times and successes. 

Startups are high pressure environments, and 

you need people to want to use that as a positive 

motivator – the right attitude is key. Diamonds 

are made under pressure."

Nevada Sanchez of Butterfly 
Network:
"It's kind of essential that you have brilliance 

from the very first people that join your team. 

These are people that, whatever it is they do, they 

always tend to excel at and have demonstrated 

excellence above and beyond what you would see 

from their peers. 

"So, being able to identify the top one percent 

of an engineering class or of employees at a 

company is really essential. And the other part 

that's important is the drive, especially in the 

early days, where speed is critically important. 

We want people that would really pour their 

heart and their lives into solving the problems 

that we need to make the company succeed."

Dan Eisenhardt of FORM:
"Hire outstanding people at the top. A players 

hire A players, so the rest of your organisation 

will also be outstanding. The most important 

qualities (beyond being super smart, 

knowledgeable and experienced) are humility, 

objectivity, drive and passion."

Phill White of CloudCycle:
"Complimentary skillsets and temperament."

Markus Stripf of Spoon Guru:
"The perfect co-founder is someone who can help 

you compensate for your weaknesses and has 

a skill which you don’t have. I was a musician 

before I embarked upon a professional career, 

and I’ve always viewed it like a band; you need a 

bunch of players, not just three drummers. There 

are certain things you need and if you don’t have 

those things you’re exposed."

Nathalie Oestmann of Curve:
"Good teams operate as a cohesive unit, pulling 

in the same direction to a common objective. 

When building a team you want to choose 

people who are equally comfortable leading 

and being led, comfortable with being held 

accountable and unafraid to hold each other 

accountable too. Other qualities we look for: 

teachable, low ego, collaborative and mission-

focused. Groups of people naturally form 

cultures. You can either be intentional about 

it or let it happen to your team. Words are not 

enough - the standard you allow is the standard 

the whole team will adopt. So keep them high, 

and keep your team accountable."

Anil Puri of Pet Instincts:
"Ideally anyone that you bring into your 

business has a shared passion for what you 

are doing and the future that you are working 

towards. Make sure that everyone’s interests 

and goals are generally aligned, otherwise any 

misconceptions could cause tension in the 

future. Trust and honesty are probably the most 

important factors, especially to an early stage 

startup. Finally, in a world so fast-paced with 

things changing every day, you need people 

on your team that can adapt to these scenarios 

with ease." 

Morten Rynning of CityQ:
"Passion – obviously you want to be the best on 

the market, but passion comes first, and you 

need everyone on the team to believe in and 

share the vision of the company."

David Rosenfeld of Clamtek:
"It is important to build a team where everyone’s 

got the same goal and is clear about the task at 

hand. A positive mind-set is very important." 



Federica Pecis - Co-Founder at We 
Are F (Digital Marketing Boutique)

Federica Attanasio - Co-Founder at 
We Are F (Digital Marketing Boutique)

In the already risky business of 
founding your company, finding the 
right partner to do it with can be 
one of the most important tasks at 
hand. For your business to survive, 
you definitely want to avoid a 
murder-suicide situation with your 
co-founder. So, how do you find your 
business soulmate?

Inside the Studio

Inside the Studio:
How not to kill your co-founder

In We Are F's case they met on their first day of work at 

a digital marketing agency in London - it was friendship 

at first sight. Over the coming weeks and months, these 

two realised that combining their expertise and aptitudes 

would result in a fiercely powerful duo. Eventually, they 

decided to put it all on the line and open We Are F, a 

specialised social media and creative boutique dedicated to 

female-founded brands. 

After nearly three years of running our own business - 

with plenty of highs and lows, difficult moments, and 

great sense of accomplishment - we are proud to say that 

that we wouldn’t have done it any other way. This is why 

we want to share our tips with you on how to survive and 

thrive with your co-founder. ww

To co-found or not to co-found? That is the age-old question.

26 Writer: Federica Attanasio & Federica 
Pecis - We Are F.



Inside the Studio

learn from them instead 
Never expect your co-founder to think the same way as you do. 

It can be frustrating, we’ve had our share of disagreements and contrasting 

points of view. But brainstorming and synthesising a compromise taught 

us that opposites can be a blessing for creativity. Two personalities working 

together towards the same goal means double the skills, double the ideas, 

and double the results. All of which allows you to cater to your clients in a 

more focused, well-rounded way. 

Our partnership is based on our differences, we come from different 

backgrounds and we have two completely different approaches. While Federica 

P. has a creative mind when it comes to data, statistics, and building strategies, 

Federica A. has a more artistic spirit that makes itself known in her passion for 

storytelling, design, and all things visual. This is exactly what you need from 

your other half - a different perspective and a new angle to consider. 

As long as your ethics and goals align with your co-founder, a spat here 

and there just keeps the business-spark alive. Trust us, different points of 

view, skills, and personalities: that is what makes a winning combination.

1. don't be 
scared of 
differences 

co-founders

2. avoid 
comparisons 

different is good
As above, it’s important to be different, not only in terms of 

personality but skillset as well. In order to truly compliment each 

other, being aware of you/your partner’s strengths and weaknesses, 

is very important for your business. This understanding allows you to 

delegate tasks in a much more strategic fashion, letting you and your 

business thrive.

However, you must first learn to embrace the fact that you are bringing 

something to your business which your co-founder isn’t, and vice versa. 

Comparing yourselves to one another could be detrimental to your 

business, creating unnecessary tensions that won’t help in running 

your company. Feeling guilty for not having all the skills that 'a perfect 

business owner' has is the worst thing you can do. Don’t forget you are 

both equal parts in a dynamic machine.

The best thing you can do is to find your balance. Divide your MANY 

responsibilities based on honest and truthful strengths that you both 

possess. Believe you are not only a team but the best team, to provide for 

your market and clients because you are duelling dragons.
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28 Writer: Federica Attanasio & Federica 
Pecis - We Are F.

Inside the Studio co-founders

3. open up  and 
communicate

sharing is caring
It may come as no surprise but running a business comes with a lot of responsibilities, 

and even more obstacles, challenges and STRESS. Loads of it. However, bottling up your 

feelings won’t do anything more than reinforce the pressures you already feel. 

If you are feeling tired, upset, or if you’re just generally feeling the heat, JUST TALK. You 

might be surprised to find that your co-founder is dealing with the same issues, or they 

have in the past. Your partner may be able to help cheer you up, offer some advice, or just 

give you the relief of knowing that you are not alone. 

When we founded We Are F, we were aware of the issues that can occur when women work 

together in close proximity. We can be more sensitive than we should and sometimes our 

pride can take over. Not to mention those 'days of the month' where the last thing you 

want is human interaction. 

But we worked on our communication, we worked hard. 

After workdays, prosecco-sessions, and laughs, we have essentially created our own 

language. One based on sarcasm, jokes, rants, and all the other little moments that we 

recognise as checking in on one another.

Communicate and open up with your co-founder so that you both feel comfortable in 

sharing your worries and your victories. Never feel like a burden. In the end, your periods 

will sync - we promise. 

"Coming from different 
backgrounds, has 
allowed us to pool our 
experiences together. 

After working 
together, we realised 
that combining 
our expertise and 
aptitudes would 
result in a powerful 
combination."

"It's so easy to start a business" 
- said no one that started a 
business, ever. 
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4. it's not just 
about business

it's more than that
In building a strong, professional connection with your co-founder, it 

is fundamental to have those moments that are NOT about work. Grab 

a beer, have a meal, or enjoy a prosecco session (that’s what we call 

them) and just enjoy your friend and co-founder’s company. 

Make time to catch up with your co-founder regarding friends, family, 

future plans, future holidays or just about how mad your partner 

makes you when they forget to put down the toilet seat.  

You wouldn’t believe how important it is to have moments in which 

business and personal are separate, and you can just have fun. These times 

will remind you that ups and downs happen in every part of life, giving you 

a greater perspective in both your business and personal spheres. 

So, go out, grab a glass, celebrate your personal achievements, sulk 

about your failures, or just get the specifics on your co-founder’s new 

pair of shoes (we strongly encourage shoe-talk). Put time into building 

your relationship with each other and your business partnership will 

only benefit from that.

and communication is key
Knowing your relationship is based on honesty, trust and respect will 

surely make things a lot easier. A big part of that is to search your own 

heart and be ready to call yourself out as much as your co-founder. Being 

ready to admit your own faults means being more open to forgiveness 

when mistakes happen and believe us they will happen. And, when 

that happens, you always need to remind yourself that not only are 

we all human (as cliche as it sounds) but also you need to be ready to 

respect and trust your partner enough to know that they always have 

the business's best interest (and yours) at heart no matter what. 

It is very normal to question both founders choices, especially when 

you are just winging it, so try reminding yourself of your skill and 

believe in yourselves. 

But beware, trust does not happen overnight and there’s no quick 

recipe to whip up to create it, it takes time, honesty (brutal honesty), 

loyalty, patience, patience and… did we say patience?

Communication and openness play a big part - there are no underlying 

motifs, hidden agendas, or secret plans if all the cards are on the table. 

5. trust is 
fundamental 

6. commitment

there is no i in team
It may look easy from the outside (how though?) but as soon as you 

get started it becomes apparent that the hard times come around more 

frequently than the easy ones. That’s why it becomes really important 

that both co-founders share the same level of commitment to their 

startup. Ensuring you're both on same page from the start means 

when you do encounter your first hardship, you won't just pack it in. 

Not only is it important to protect yourself (and finances) from a 

sudden exit, but also to safeguard your mental health against the 

anxiety and stress this could cause you. Let’s be honest, we have had 

moments that found us questioning whether we were making the 

right choices or not. Maybe it would be better to shut up shop, there 

and then - spoiler alert - it would definitely be easier. 

However, the commitment we made to the business and each other, 

always drove us to be honest and open. We checked in with the other, 

asking "What should we do? Do we keep going?" and we always decided 

(unanimously) to power through the difficulties and not give up. To this 

day we are solidly committed to both each other and our business.

For us, running We Are F is like managing a family. There are bills to 

pay, a budget to stick to, specific roles with defined responsibilities, 

and people to take care of. Like in every other self-respecting 

relationship, respect and the shared desire to create something great 

are the pillars we build on.

The honeymoon phase is sweet but 
short, and we wouldn’t be where 
we are now if our business wasn’t 
based on mutual honesty, trust 
and commitment. It takes a lot 
to be business owners and to be 
co-founders, but we wouldn’t have 
done it any other way, promise. 
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at the vanguard of 
ethical business
When starting a business it’s easy to get consumed by P&L and that all-important 
bottom line (understandably so), but as Sezer Sherif, Founder and CEO of 
brokerage and investment advisory firm Vector Wealth explains, that doesn’t 
mean you can’t build a business with a strong code of ethics and corporate 
social responsibility (CSR). 

founder focus

Coming from a humble background 

and growing up in a one-

parent household, Sherif ’s first 

introduction to a motivated work 

ethic came from his mother, who worked 

multiple jobs in order to support her two 

children. "We grew up on council housing 

estates, so not the nicest environment," he 

commented, "but I saw first-hand my mother’s 

ethics of just constant work, to the point that she 

actually started her own business. She was my 

inspiration and it taught me that you can take 

charge of your own future – don’t be afraid."

However, Sherif ’s journey is proof, if any were 

really needed, that life and business does not 

follow a consistently increasing upward curve. 

In reality, it is full of peaks and troughs, and it 

was during the late 1990s that Sherif ’s journey 

hit one such nadir. His mother’s business was 

unfortunately unsuccessful, and skyrocketing 

interest rates meant that the family home was 

repossessed and Sherif essentially became 

homeless – moving around from hostel to 

hostel for the next three years before they could 

regain any semblance of stability.

While this period was undoubtedly tough, 

especially for a teenager regularly having to 

change schools, it also served as the foundation 

for Sherif ’s drive for success. "I knew I was good 

with numbers and I knew I was a good student," 

he continued. "I couldn’t go to university due to 

my family situation, but I reached a certain age 

where I took it as my responsibility to look after 

my family. I always knew I wanted to work in the 

financial markets, it was just a question of how."

A numbers game
Sherif ’s tenacity essentially saw him badger 

companies at the London Stock Exchange 

until, eventually, one offered him three weeks 

work experience to stop calling them. He 

commented: "I researched the company, and 

what they traded in, and got my knowledge 

up to speed as quickly as I could. So, by the 

time I arrived my knowledge base was more 

than some people who had been there for 12 

months. In an environment like that, people 

started to become aware of me. By the end of 

the three weeks I was offered a job, passed my 

financial markets exams three weeks later, and 

then got on the phones."

Because Sherif didn’t come from the traditional 

hiring route of the higher end universities, 

he knew he was up against it. "I worked my 

backside off," he continued, "and by the time 

I was 23 I was made a partner in the company 

as my performance was exceeding some of the 

guys who’d been there for 20 years.

"It was then I realised that I wasn’t built to be 

employed. Even as a junior I was taking charge, 

and I never enjoyed being told what to do. 

The key for me was that I was young and still 

learning, but I had that confidence and self-

belief that I could do things better. However, 

it became all consuming, I had no life – I was 

working all hours of the day, my family hardly 

saw me, and I had no time for relationships. 

This was fine when I was younger as I had 

secured my family, but it was ultimately not 

what I wanted to do."

A fresh start
By his late 20s Sherif decided that he’d become 

burnt out in the brokering game and was going 

to start again and build a business of his own 

- an energy trading house, a foreign exchange 

brokerage, and a private equity business where 

he invested into startups.

He quickly grew his team to around 40 people 

within the group, and used his experience of 

the financial markets and the relationships 

he’d built to bring in young hungry talent and 

branch out across the three businesses. "We 

were picking up awards across the board and 

were really getting put on the map," he added. 

"Some of those businesses were very successful, 

and some taught me some harsh lessons from 

some monumental failures.

"Looking back some of the businesses grew very 

quickly and I tried to control them across the 

board. Where I succeeded at such a young age, I 

let my ego run away with me and I didn’t know 

how to share my businesses with other people – 

all I knew was how to dictate to a team around 

me. I didn’t know how to take criticism, how to 

mitigate problems when they arose, or how to 

deal with the obstacles of growing so quickly."

A downturn
Having experienced a few business failures 



WWW.STARTUPSMAGAZINE.CO.UK 33

around 2012 it certainly knocked Sherif ’s 

confidence to the extent that he entered a kind 

of semi-retirement. "There was a lot of mess and 

problems created from bad business ideas," he 

added. "I didn’t know how to deal with failure, 

and given that everything I’d done previously I 

did on my own, I had no real support network 

around me to help me deal with the tough 

times."

Sherif admits that this period took its toll 

mentally and financially, but it allowed him six 

months to take stock of his situation – deciding 

that he was either going to sit in the hole he was 

in, or he was going to make it into a strength. 

He continued: "I looked at myself and asked 

what it was that I had got wrong? Business 

owners often blame the world around them 

when things don’t go to plan. However, you 

always have to look internally - at either you as 

an individual or the way you are building your 

business, because your business always reflects 

your character."

So, this hardship gave Sherif the time, the space 

and the reality check he needed to look at what 

was important, what was the right way forward, 

and what it was that he stood for as a person.

An ethical business
And it was this episode that brought Sherif to 

the place and person he is today. "I was always 

100% dedicated to my work," he added. "People 

always talk about chasing the work/life balance, 

but that wasn’t important to me. I was all about 

my work. However, the problem was that my 

work didn’t reflect me, I reflected my work."

It was then that corporate social responsibility 

(CSR), came to the forefront of how Sherif 

wanted to run his business. "As a person that 

has been homeless twice in my life, I don’t want 

anyone to suffer in the same way I did. I know 

what it did to me mentally, I know what it did 

to me financially, and I know what it could have 

done to me if I was a weaker person," he added.

Statistically most people have enough money 

to survive a month without income – after that 

most people are homeless, which means in 

reality, many of us are only a matter of weeks 

away from the streets – a sobering thought. 

Since 2009 Sherif has worked with homeless 

charities, with the goal of building a business 

that shares the ethics of the individuals 

who work there. He continued: "When I 

set up Vector Wealth the idea was always to 

build a group of companies around what I 

love the most, which is financial markets. 

However, crucially it was also about getting the 

foundation of the business correct and this was 

built around the ethics and the culture that is 

important to us as individuals."

Every deal done by Vector Wealth has to share 

the character of the individuals within the 

company and that of its partners. "This is what 

has actually been our biggest asset as a business 

and has helped us to grow more than anything 

else. We hardly ever talk about returns or 

products to our investors. Clients come to us 

because of our ethics."

Sherif added that compassion, integrity and a 

good set of ethics are fundamental in order to 

work at Vector Wealth, in an industry whose 

reputation has been tarnished over the years. 

"Ethics and shared values are important," 

Sherif continued. "We’re building a family 

so we want to know that you have the same 

character, outlook and drive, and then we look 

and see if you have a complimentary skillset 

that can bring value to our business in terms of 

knowledge and experience.

"We know that traders in banks have a bad 

rap. Traders are not bad people, but the way 

the banks have been run historically has 

been bad, and that’s what has generated the 

negative headlines within financial markets 

in recent years."

And it’s here that being a smaller business 

can be key. The bigger banks have been 

forced to change their culture to adopt a 

more ethics-based approach – which can take 

time to translate through a very bureaucratic 

framework. However, where banks have 

traditionally been run on greed and risk, are 

competitive and have these opaque products, 

they can all too easily step outside of an ethics-

based approach. 

"However, in a smaller firm like ours, we’ve 

grown up with that ethics-based philosophy," 

said Sherif. "While we are competitive people 

and want high returns, we also want to be able 

to look ourselves in the mirror and be proud of 

what we’re doing.

"We are building a model that doesn’t 

exclude anyone. Traditionally the investment 

management arena has always been a closed-

door industry. It’s been very high-brow, 

exclusive and secretive. Not much is known 

about the trading strategies, and the levels 

of investment for entry have always been 

very high. I believe we live in an age of free 

information and technology is more accessible 

to people than ever. So, why should the man 

on the street be restricted? If we can create 

products that are simple, transparent and 

honest, why should it be just the elite that gain 

access to that product?"

The bonus of ethics
When it comes to CSR, for Sherif it’s very 

simple, and that’s knowing what’s important 

to you. If you want your clients to get a feel 

for who you are then the easiest way to do 

that is to find a cause that has a relevance to 

your business or has an importance to you as 

an individual. "The uplift from that will mean 

you’ll attract employees by default," he added. 

"It wasn’t part of our design but by saying loud 

and proud what is important to us and why, 

individuals wanted to work with us, because our 

cause was also dear to them. And because we 

were taking the time to offer support to those 

less fortunate, it says a lot about our character 

and individuals want to be aligned with that.

"So, what started off as just us sharing our story 

became part of our business model, and the 

consequences of that, which none of us were 

aware of, was better, more ethical employees, 

who like the message and share the value."

Having a good CSR within your business helps 

to maintain a balance between the bottom line 

and ethics and values, especially when you’re 

working within an industry that is high value 

and is all about the numbers, which can be all 

too easy to get lost in.

"The CSR side of the business is not only our 

message to people to tell them what is important 

to us as individuals and as a business," Sherif 

concluded, "but also a way to keep ourselves 

grounded. I think this is important and our 

business model is always linked to our CSR."

He stressed that the sooner a company 

implements CSR the better – prevention is 

always better than cure, and if you do it from day 

one then it is integrated into the core of your 

business, which means it is unaffected regardless 

of whether or not the business model changes. 

"Look at Air BnB – they had to launch 

themselves three times before they got it right, 

and your model isn’t always what you started 

with. Amazon’s business model for example, has 

changed dramatically since they started out. The 

thing that doesn’t change is your ethics and your 

mission, so if you get your CSR in place and it 

aligns with your core principles as an individual, 

whatever goes on within your business and 

whatever path it takes, you will always be on the 

right side of morality, integrity, and ethics."
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healthtech featured startup

the butterfly 
effect

Butterfly Network
Founded:  

2011

Founders: 
Nevada Sanchez & Jonathan 

Rothberg

Team members:  
200

Location:  
US, Taiwan

Industry:  
Healthcare

Funding:  
Private funds

We’ve all seen ultrasound images, undoubtedly so if you’re a 
parent. And while the technology is used for a multitude of other 
healthcare-related reasons, the procedure has traditionally been 
the same, involving the patient having to pay a visit to a hospital. 
However, this could be about to change with the growth of point-of-
care ultrasound (POCUS). Nevada Sanchez, Co-Founder of Butterfly 
Network, has pioneered such technology.

Prior to co-founding Butterfly Network, Sanchez worked in 

an astrophysics lab at MIT, leveraging the latest computing 

technology with the aim of changing how we build radio 

telescopes. It was while he was undertaking this project that he 

was introduced to Jonathan Rothberg, a scientist and entrepreneur who 

most recently has revolutionised the world of genomics by putting a gene 

sequencing laboratory on a semiconductor chip.

When the pair got their heads together, they began talking about how 

they could change the way the human body is imaged using the same 

ideas and advances in computing. In addition, Rothberg’s daughter suffers 

from a rare medical condition that requires constant monitoring of her 

kidneys using ultrasound, meaning regular trips to the hospital.

"Ultrasound has been around for over half a century, so why is it still so 

expensive and inaccessible? Therefore, we started Butterfly Network to 

tackle this specific problem," commented Sanchez.

The technology
Sanchez explained that the technology was a natural extension of the 

work that the pair were already doing. "Jonathan had experience in 

putting sequencing on a chip, I was leveraging Moore's Law in my work at 

MIT. So, we needed to figure out how to change how we image the body 

by putting ultrasound imaging on the chip."

To describe the traditional technology, you take any ultrasound probe, at 

the end of which is a piezoelectric transducer – a piezoelectric crystal. And 

this is both the speaker and the microphone that makes the sound that 

ultrasound uses to image. 

Sanchez continued: "Traditionally, this is a crystal that's grown in the 

lab, it's sliced hundreds of times with a saw and hundreds of tiny wires 

are attached to the back of each slice of crystal. This is in-turn attached 

to a big heavy cable and a computer on wheels. And this is really how 

ultrasound has been done for over 50 years and hasn't really changed." 

Sanchez added that during that time supercomputers that used to fill an 

entire room now fit in our pocket; cameras are now incorporated into 

our phones. And every piece of our lives has been shaped by modern 

semiconductor technology. 

"So, we decided we were going to do this for ultrasound," he added. "And 

the secret behind it is taking that piezoelectric crystal and cables, taking 

that computer on wheels and putting it all on one chip. And that's the 

reason we can make a handheld whole-body imager for only $2,000. 

"And we coupled that with connectivity to the cloud so that when you're 

using this device, you can instantly share your images with anyone in the 

world - to get a second opinion, or someone who's an expert in the anatomy 

you're looking at to help you. And we also couple it with powerful AI tools 

that allow you to get powerful insights on what you're looking at regardless 

of your level of training or familiarity with ultrasound imaging?"

Background
Butterfly Network commercially launched the Butterfly iQ a little over 

a year ago and at present can only really be used by licenced medical 

professionals. However, Sanchez added that due to the huge growth of 

the company he predicts that within the next few years ultrasound will be 

used in the home and are currently working closely with the regulators on 

the logistics of how that will look.

"There's a huge portion of the population that's suffering from chronic 

conditions that they need to check regularly with their doctors. We’re 

uniquely positioned to deliver a technology that will allow us to get 

the same answers without leaving the home. Therefore, things like 

unnecessary readmissions, skipped appointments, or conditions that 

are worsening, and are causing suffering because they weren't treated or 

detected early enough - that is all going to be a thing of the past."

In the early days Butterfly Network had its own office in Guilford, 

Connecticut. "It’s an unusual location," Sanchez added. "When people think 

‘startup’ they think Silicon Valley or maybe Boston, not usually Connecticut, 

but when people come out here and see an office that looks out over the 

water, and see the sunset over the ocean every day, that is kind of cool. 

"When we expanded, beyond Guilford and set up an office in New York 

City we started using co-working workspaces. So, we moved around a few 

times as we grew larger, up until the point where we were finally able to 

purchase our own premises in New York City."

Company growth
In the very beginning, Rothberg funded the company himself. And 

subsequently, has gone through several rounds of private funding, the 
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last one being Series D. In total, the company has raised approximately 

$350m. "We've been pretty lucky to have investors that truly believe in 

our mission, Sanchez continued, "people that really want to make the 

world a better place and see the value in what we’re doing."

Butterfly iQ’s first proof of concept ultrasound system-on-chip was 

developed with just a few dozen employees, but once the founders 

realised they had their hands on a revolutionary technology, that they 

could turn into a product, the company began to grow much more quickly. 

"This was actually easy once we were able to lift the veil and show people 

what we were working on," continued Sanchez. "This is because everyone 

just loves the mission. And when they can see the product, they can really 

envision what we're doing. And people love problems that are not only 

challenging, but that also truly have impact."

Butterfly iQ first launched in the US, and is now used by thousands of 

healthcare professionals in 19 different countries around the world, 

including Australia and Europe. In what is a challenging market to 

penetrate, the company also has an open dialogue with the FDA and 

regulators that understand what they are trying to do and are offering 

guidance on the right way to do it. 

To true impact
Working in such a sector can be truly rewarding and can make a real 

difference, as Sanchez explained: "I never forget the day I first heard back 

from the doctor that had been using the device in the field. They told me 

that they saved someone's life. And that was a pretty powerful moment 

for me. It was the first time that I could truly claim that someone is alive 

today because I built this device.

"Since then, there's been an overwhelming amount of very positive 

feedback from people telling us how it's made their day-to-day lives so 

much better and efficient, enabling them to make better, life-changing 

decisions; to people that are telling the company how it’s going to change 

the way we practice medicine forever.

"We're leveraging a multi-trillion dollar semiconductor industry that puts 

supercomputers in our pockets, and we're using it to build an ultrasound 

chip which means we get the advantage of Moore's Law – our capability, 

size, and cost is going to improve exponentially. We have the only whole 

body imager and there really is no other solution that can deliver the 

capabilities we have at the portability and affordability that we can provide - 

we're just getting started and we have over 100 patents in our IP portfolio."

Butterfly iQ has had enormous success in the handheld ultrasound market, 

but according to Sanchez are just scratching the surface. "We’re working 

pretty hard to grow awareness of our device as more people learn about it 

and how it can improve their workflow and their efficiency. Every person 

who is responsible for 

providing medical care 

can benefit hugely 

from the power to 

see inside the body 

- everything from 

anaesthesiologists 

to primary care 

physicians, including 

nurses, emergency 

medical technicians, 

and even veterinarians 

- these are all the 

people that use our 

device.

"I would say the 

challenges for us were 

mostly technical. 

As a revolutionary 

technology it was always 

going to be a huge amount 

of work trying to get the 

level of integration we wanted. I don't blame anyone that said that this 

couldn't be done. And that's what it was like in the beginning. Some things 

worked the first time, others didn't. Our chip worked on day one, but it 

drew away too much power. The first micro-machines we built worked but 

weren't reliable. In the end we finally got it all to work and these struggles 

and challenges became one of our strongest assets. It was challenging 

pulling this off, but now we're the only ones that know how to do it."

Applications
Butterfly IQ is currently working behind the scenes to help support front-

line clinicians with patients with confirmed or suspected COVID-19. This 

effort is focused on providing resources for clinicians around the world to 

share de-identified images of positive cases, care delivery protocols and 

other creative ideas to manage this public health situation.

POCUS is an initial imaging modality for patients presented in the 

emergency department suspected of COVID-19 infection and pulmonary 

involvement. This reduces dependencies on CT and improves the ability 

to risk stratify while maintaining isolation protocols.

Handheld ultrasound systems can also be utilised in primary care, urgent 

care, skilled nursing and home settings. This will reduce the risk of 

additional exposure to healthcare staff and will increase the availability of 

hospital resources necessary to care for the most ill patients.

Additionally, monitoring of hospitalised patients, 

including ICU patients, can be done at the bedside, with a 

dedicated handheld ultrasound system that remains with 

the patient throughout their hospitalisation, eliminating 

the risk of patient-to-patient nosocomial transmission via 

ultrasound systems.

Finally, systematic integration of portable ultrasound imaging 

in the community, and leveraging telemedicine guidance 

when necessary, could facilitate early detection of imaging 

features typical of COVID-19, informing clinicians’ decisions 

around isolation and quarantine of early/asymptomatic cases.

N e v a d a  S a n c h e z  -  c o -
f o u n d e r
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the lady with 
the lamp
It seemed only fitting that three year old startup, Florence, an online platform and app that connects 
care homes directly to nurses looking for extra shifts, be named after the founder of modern nursing, 
Florence Nightingale, otherwise known as the ‘Lady with the Lamp’.

I went to Florence’s headquarters located just a stone’s throw from 

London Liverpool Street and south of Spitalfields Market, to meet with 

former surgeon and now CEO and Co-founder of Florence, Charles 

Armitage (and yes, as the biggest Grey’s Anatomy fan, I felt like I was 

meeting the British version of Dr Owen Hunt).*

*For those of you that have no idea what I’m fan girling about, Grey’s 

Anatomy is an American medical drama TV series from which Dr Owen 

Hunt is a key character.

It was inspiring to see what such a young startup has achieved in a short 

space of time, occupying a whole co-working space floor with over 60 

employees, a designated tech area that teaches their employees how to 

code and of course, the best bit of all… Florence has FOUR office furry 

friends! 

In 2016, Armitage partnered with former army officer and financial 

services professional, Dan Blake, and together they gathered a team of 

dedicated individuals to help bring their vision to life - the aim was to 

provide everyone with the care and dignity that they deserve.

After working in the heart of the NHS as a locum, Armitage had no 

control over his shifts and he saw that patients were missing vital 

continuity of care as he moved to a different place each day - he knew 

that something had to change. Armitage explained: "I saw that traditional 

temporary staffing wasn’t flexible for workers and was a drain on care 

providers’ budgets. Resources that should be used for care were instead 

going on agency fees."

It’s common knowledge that although the NHS do an amazing job, 

they are 

underfunded 

and 

understaffed, 

but I wasn’t 

aware that 

there is also 

a major 

nationwide 

crisis in the 

recruitment 

of nursing 

staff within 

the care 

sector. Recent 

research 

conducted by 

the National 

Audit Office 

showed a 

16% reduction in the number of nurses working in the adult social care 

sector in the last four years. Currently 1 in 11 nursing jobs in the care 

sector remain vacant long term.

One of the key drivers behind this shortage is the exodus of European 

nurses from the UK.  Data from the Nursing and Midwifery Council 

(NMC) show that between April 2017 and March 2018, only 805 nurses 

from the EU joined the professional register compared with the 6,382 

nurses who joined in the same period the year before - a decrease of 87%. 

Armitage explained: "Plugging this gap in supply is very difficult for care 

home providers. In order to comply with staffing requirements from 

the Care Quality Commission (CQC), they must often resort to the use 

of agency nurses - ad hoc workers supplied by temporary recruitment 

agencies. Whilst the hourly wage of an employed nurse in a care home 

hovers around £15, the average cost of a nurse sourced through an agency 

is £35. Up to 50% of that hourly rate is paid in agency commission."

Over the last four years, the spend on agency staff in the care sector has 

grown by 30% annually. According to Knight Frank, 226 care homes 

closed across the UK last year, many citing a lack of nurses and increasing 

agency spend as one of the root causes. These system failures impact most 

significantly on care home residents, while understaffing, and poor staff 

continuity leads to lower standards of care.

"Everyone talks about the NHS as the pinnacle of healthcare services in 

healthtech

D a n  B l a k e  a n d  C h a r l e s  A r m i t a g e  - 
c o - f o u n d e r s
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the UK, but nobody really talks about social care, which actually employs 

more and cares for more people. However, it isn’t as big and sexy so it 

often gets left behind." explained Armitage. 

But fear not because Florence is working hard to solve this problem with 

its online marketplace that connects care providers directly to nurses 

without having to turn to recruitment agencies. Armitage said: "The team 

at Florence are building a nationwide ecosystem that is based on the core 

tenants of transparency, quality and accountability."

He went on to explain: "Let’s say I’m a care home manager and one of my 

staff members quits or calls in sick, rather than going to a recruitment 

agency, (which is not only expensive, but they also don’t really care for 

nurses’ needs and will take an unfair cut of their pay), I post a shift within 

Florence and can set things like the rate I want to pay, the skills that I need 

from that nurse, and how many shifts I need. Recruitment agencies in the 

social care sector are expensive and fragmented because it can be difficult 

to find the right person for the job at the right time, with the right skills in 

the right place. But we’ve found that you can solve that problem a lot more 

efficiently through automation, machine learning and correct use of data."

The Florence app is free to use for nurses and carers and accessible from 

any device. Shifts are posted daily from homes and all shifts include a full 

description, skill requirements, location and pay information. Florence 

will send nurses and carers’ timesheets straight to care homes to get them 

approved online, ensuring there is no hassle with paper or signatures 

(and it’s better for the environment too!). Nurses can easily manage their 

work schedule, view their upcoming shifts and submit timesheets from 

anywhere. A key advantage for nurses using Florence is that they earn 

more, as 100% of the rate shown when they apply for a shift on Florence 

goes to them. Agencies work differently as they agree a rate with the care 

home, then give a percentage to the nurses as pay. But Florence never 

takes a cut of the nurses pay.

Not only does the Florence app focus on nurses, but it is also dedicated to 

helping care homes. It is free for care homes to have an account, but there 

is a small fee if you hire a nurse/carer via Florence, however, this is only a 

fraction of what a recruitment agency would charge. 

Florence allows care homes to choose the best nurse or carer for the job, 

either by inviting directly or letting them apply. Care homes can manage 

everything from posting shifts, to approving timesheets, keeping track of 

temporary staff, and generating reports from their account history through 

Florence’s app and website. Florence is assisting care homes to establish 

lasting relationships with local nurses and carers, meaning they can save 

their favourites and build a reliable group of staff members they trust. 

Florence runs vigorous background checks on everyone who signs up, 

covering relevant training and qualifications, right-to-work and criminal 

history. They work closely with certified partners like Onfido, a software 

company that helps businesses verify people's identities using a photo-

based identity document, a selfie and artificial intelligence algorithms - as 

well as the NMC Register and the Disclosure and Barring Service (DBS), to 

ensure care home residents are in safe hands. With Florence, both nurses 

and care homes give formative feedback within the app after every shift, 

increasing accountability in every engagement. Algorithms within the app 

also ensure that the same staff members are encouraged to come back 

multiple times ensuring a familiar face for care home residents.

To date, Florence’s care partners have saved over £3,250,000 by posting 

42,500 shifts directly to nurses and carers. So, if you’re a care home 

manager currently spending £35 per hour (the industry average) for an 

agency nurse, you can expect to save £100 on every single shift you book.

For this issue, we’ve got a particular focus on discussing company culture, 

and Armitage shared his thoughts: "Finding the right co-working space for 

you definitely depends on the stage of your business. The first office we 

ever worked in wasn’t the most aesthetically pleasing, however, it was one 

of the best offices we’ve ever used because we were surrounded by lots of 

early stage startups who would collaborate and work together, providing a 

great community. I would say a co-working space with a good community is 

essential for early stage startups, we met so many great people this way who 

had so much to share. Another thing to look for when trying to find the 

perfect co-working space is obviously making sure they have fast internet 

speed, are open weekends and for long hours – this was vital for us!"

Armitage also spoke about finding the perfect co-founder and what made 

him go into business with Blake, he said: "Dan and I come from two 

completely different backgrounds that work very well together, but we 

are also relatively similar which I guess is quite rare in the startup world 

because you often hear about co-founders having complimentary skill sets 

and being polar opposites, but it has worked for us so far!" 

And just when you thought this three-year-old startup couldn’t achieve 

anymore at their tender age, they also have another side to the business. 

Armitage told me: "We are really big on professional development and 

learning for the organisation and the nurses and carers using the platform. 

So, we’ve built an academy that is a free open source healthcare education 

platform where people can develop professionally."

Every business, no matter what industry or how well-known they are, will 

have to compete with other companies. Florence’s day-to-day competitors 

are the traditional recruitment agencies which have relied on their 

personal relationship with the care home managers for quite a long time, 

which is difficult for Florence to break. "In terms of digital competition, 

it’s massively behind the times. Healthcare is bad but it’s even worse in 

social care, it is so un-tech enabled, everything is done on paper, rotas are 

done on the wall and people still send letters or faxes! This is because staff 

are trained to follow protocols and not deviate from them. It’s hard to test 

new innovations because the safety of patients come first and the risk of 

trying something ‘new’ isn’t worth it."

It’s clear to see that current healthcare systems haven’t moved with the 

times and embraced 

digitalisation as 

willingly as other 

industries, as most are 

either operating with 

age old technology or 

still working on paper-

based systems. Florence 

are shifting the focus 

within the industry, 

which has the potential 

to massively benefit the 

nurses of tomorrow, 

their wellbeing and the 

residents and patients 

that they care for. 

Florence
Founded:  

2016

Founders: 
Charles Armitage & Dan Blake

Team members:  
62

Location:  
UK

Industry:  
Heathcare, social care 

Funding:  
Venture funded 
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the discrete digital 
panic button

healthtech

Tab Care is a remote care company that produces software and 

IoT integrations to allow for better and safer monitoring of an 

individual who requires support. In essence the platform connects 

with consumer grade devices in order to provide family telecare 

with information about when a user may need assistance. Similar to a 

panic alarm but digital, Tab Care has no stigma and is even easier to use.

Tab Care has three distinct IoT integrations with the platform; apps, 

smartwatches and voice assistants. Via mobile apps Tab Care can make it 

simple for anyone to easily send a panic alarm to a loved one or remote 

carer. Utilising the smartwatch integration, Tab Care can monitor the 

heartrate and panic status of an individual wearing it. Allowing them to 

walk freely and have a normal routine.

Sarin added: "Our voice assistant integration is my favourite; it allows 

an individual to send a panic alarm utilising only their voice! It can be 

extremely helpful in situations where you may not be able to reach for 

help or there is no one around."

For startups the healthcare sector can be more difficult than others with 

all the rules and regulations. Sarin explained: "The healthcare sector is 

very difficult to operate within, mainly due to regulation and user trust." 

Regulations can be difficult to understand as they can be complicated and 

expensive to meet. User trust can also be difficult to garner when you’re 

attempting to sell digitally to a market which has been used to analogue 

for its entire existence.

To try and overcome these barriers Sarin explained that Tab Care try to 

break down these problems by understanding what they would want if 

they were consumers. "As a consumer you want the product to be easy to 

use, work as intended, have great support if there is ever a problem and 

be secure. We looked at each of these as a criterion we wanted to meet for 

our customers."

He added: "Regulation is not something to be feared unless you’re trying 

to cut corners." Tab Care makes sure it looks at all areas within its product 

so that it exceeded even their own expectations before providing it to 

bodies such as the TSA or Orcha for review and accreditation. Sarin added: 

"We passed with flying colours on both by the way. We spent two years on 

this approach to guarantee the outcomes that we wanted."

As much as it can be more difficult, Sarin did say he does enjoy being in 

this sector: "The healthtech sector is one where you can impact millions of 

lives very positively by really understanding individual needs. We love the 

smile on the faces of our customers when they use our product. Nothing 

beats a smile!"

Health tech is a very important sector for startups, and creative and 

scalable solutions will define the way healthcare is consumed by billions 

worldwide. Sarin added: "European investment into every section of 

healthcare has increased by 50% year over year in 2019. This is the best 

time to establish a company in healthtech."

When it comes to the Tab Care team it is made up of around 10-15 people. 

Sarin added: "We aimed to grow organically when the time was right. 

We looked carefully at each department and when there was a need, we 

looked to fill the gaps. Some of our team were internal and some were 

Back in 2015 Vasu Sarin’s grandmother had a bad fall to the side of their 
house. There wasn’t anything on the market that he trusted enough to 
help aid the situation, so he decided to create his own solution, that 
provides discrete digital panic buttons that work ANYWHERE.
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external as required in order to keep ourselves lean."

The healthcare sector is a big area, but when asked about 

competitors Sarin commented: "We prefer not to think of companies 

as competitors, not just because we are one of the only companies 

approaching remote care in this way, but because we think all health 

tech companies are in the same figurative bowl together."

Tab Care aims to improve the lives of its customers. And Sarin 

added that if one of their customers feels like a competitor has a 

better product or service for them then actually, that’s great! "The 

important part is that the market should always have a solution, 

and when there is no company providing what a consumer is 

looking for that’s when it’s a problem."

In terms of differentiation Tab Care seems to take a very specific 

approach to understanding user touchpoints and the full user 

journey. Sarin explained: "We want to understand how the user 

thinks they will use our products, not how we want them to use it. 

This allows us to be able to make very easy to use products, whose 

usage comes naturally to our customers."

In terms of funding Tab Care has been through bootstrapping as 

well as raising from Angels. "I have probably pitched to over 100 

investors over the various rounds. It has taught me a great deal and 

hopefully improved my presentation skills…" Sarin laughed.

As a startup within the health tech industry Tab Care has faced a 

lot of challenges in terms of building up sales pipelines and also 

building the product on a budget.

"We built our sales pipeline by looking deeply into the industry and 

working closely with regional councils (B2B2C) in order to allow 

us direct access to our customer base. This allows us to target our 

demographics more specifically as opposed to a traditional B2C 

approach," Sarin explained. 

In terms of the 

product Tab 

Care attempted 

to utilise Eric 

Reis’s Lean 

startup model 

and utilise his 

MVP approach, 

which allowed 

the team to be 

able to prototype 

and rapidly 

learn about their 

customers while 

utilising the 

least amount of 

resources.

Sarin recalled the best moment in his journey so far being the first 

council that signed on with them. "It was a huge celebration for me 

and my team after the years of hard work."

So what’s next for Tab Care? Well Sarin explained their strategy for 

growth is to concentrate on local authorities and aim to increase 

digital adoption across the UK. 

After that he explained that Tab Care have a few amazing product 

iterations that are in the works which will redefine remote care… 

again…

Tab Care is mainly being pushed out through direct partnerships 

with councils. This allows them to be easily present within the 

relevant communities and markets.

When it comes to the right co-working space it can be hard to 

know what is right for you, and the team. Sarin said when he and 

his team were searching, they looked to find something affordable, 

that was in a great location and one with like-minded companies. 

"Basically…. Googled until we found a good fit."

He added: "I think that community is very important - many 

startups aiming to change markets within the same area is the best 

place to be. That mentality rubs off and you get friction synergy 

which is a beautiful thing!"

There are of course pros and cons to all different types of 

workspaces, but often it’s about the community. Sarin said: "I would 

say that co-working is one of the methods to connect with people 

but events, conferences and just general introductions through your 

network are all great ways to push your business forward."

Sarin was a sole founder for around a year. He described the 

journey: "It was a baptism of fire shall we say… I wouldn’t wish it 

on my worst enemy, but it also taught me more about myself and 

companies than I ever knew before. I also got very lucky that I found 

the right team members at the right time, post-founding. This was 

critical in Tab Care’s creation."

If you are looking for a co-founder, Sarin said to try to go out there 

and meet as many like-minded or opposite individuals as possible, it 

always clicks eventually.

Tab Care
Founded:  

2015

Founders: 
Vasu Sarin

Team members:  
10-15

Location:  
London

Industry:  
Healthtech – remote care

Funding:  
Angels

V a s u  S a r i n  -  F o u n d e r 



We don’t 

take our 

physical 

health 

for granted. We work 

at it to get stronger, 

healthier, happier, and 

more confident. We set 

ourselves goals to get 

fitter and exercise to 

avoid health conditions. 

We do this because 

we’ve all been educated, 

often from a very young 

age, about the benefits 

of regular exercise, 

physical activity and 

self-care. So why should 

our mental health be 

any different? 

Two-year-old startup, Fika, is named after a Swedish concept - a state 

of mind, an attitude and an important part of Swedish culture. Many 

Swedes consider that it is almost essential to make time for fika every day. 

It means making time for friends and colleagues, to share a relaxed cup 

of coffee (or tea), and a little something to eat. The cultural tradition is 

what Fika is all about, taking time out for self-care, making time for your 

emotions and the emotions of other people.

Fika is a mental health improvement platform that delivers emotional 

education content, focused on improving emotional health literacy and 

positively impacting mental fitness metrics. The company was created 

by two friends: Gareth Fryer, who has a background in a digital product 

strategy and research, service design, growth strategy and consulting; and 

Nick Bennett who has a background in digital agency, startup and product 

leadership, fundraising and team-building in consumer and B2B. 

Their aim is to create mental fitness to protect mental health, improve 

core skills, reduce the risk of mental health decline and help everyone to 

flourish. Fika aims to provide the emotional education that’s been missing 

from our culture and curricula. A proprietary form of emotional education 

and exercise, Fika is entirely evidence-based and developed over two 

years with psychologists, PhD academics, athletes, influencers and co-

created with thousands of students from a growing list of UK universities 

including; the University of Lincoln, University of Exeter, Manchester 

Metropolitan University, Bath Spa University, London Business School, 

Middlesex University London, University of Hertfordshire, University of 

South Wales and University Centre South Essex. 

The story behind Fika comes from both founders’ mental health journeys 

and wanting to make a meaningful difference in mental health. Fryer 

and Bennett have spent the last two years looking into the problem, what 

it is and where it came from. Fryer explained: "The fundamental thing 

to recognise is that mental health is a spectrum. And mental health is 

equally positive as it is negative. Yet in our culture we only ever focus on 

the negative side, so we often associate the word ‘mental health’ with 

negativity. We aren’t educated at all about mental health literacy." 

The World Health Organisation (WHO) released a paper about the 

solid facts of health literacy, and they described health literacy as a key 

determinant of health stating: 'Health literacy is a stronger predictor of an 

individual’s health 

status than income, 

employment status, 

education level and 

racial or ethnic group.'

So why aren’t we 

more educated about 

our mental health, in 

the same way as our 

physical health? Fika 

is changing this space 

by building a scalable 

education platform 

to bring emotional 

education into 

universities. 

However, they will 

soon be implementing 
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finding time 
to fika

Fika
Founded:  

2017

Founders: 
Gareth Fryer and Nick Bennett
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What can reduce your risk of major illnesses, such as heart disease, stroke, type 2 diabetes and cancer 
by up to 50% and lower your risk of early death by up to 30%? The same thing is free, easy to take, has 
an immediate effect and you don't need a GP to get some. The answer? Exercise. According to the NHS 
website anyways.

N i c k  B e n n e t t  a n d  G a r e t h  F r y e r  - 
c o - f o u n d e r s 

healthtech
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the platform in schools, 

colleges, apprenticeships, 

organisations and graduate 

schemes too. According 

to research cited by the 

Guardian, 88% of students 

struggle with anxiety and are 

‘often or always worried’. They saw that universities were a good place for 

Fika to start to test the platform and format as it enabled them to find out 

the issues that mattered to students, and how they could positively support 

them to proactively overcome them. 

Fryer said: "At Fika, we want to more widely educate people and give 

them ways to exercise their mental health. Most importantly, we are 

bringing positive language to this space. We want to inspire a generation 

of young people to be mentally fit, to give them all the skills, such as 

confidence, positivity, focus and motivation to help them flourish in their 

relationships, careers and life."

Fika has several different delivery methods. The student delivery interface 

is an app because it’s understandably the best way to get information 

to young people. Within the app, there are a series of programmes built 

using a format that Fika created around emotional education. Fika uses a 

psychologist-led real-life interactive video education format, and provides 

interactive quizzes around reinforcing users’ emotional health literacy. 

Fryer explained how Fika views competition slightly differently to most. 

This is because Fika views it as a positive challenge - the more people 

looking at the positive mental health space, the better! Our culture deserves 

the best products (and a range of them) to support our mental health - just 

like the plethora of options we have with regard to physical health. Of 

course, there is lots of competition around existing education platforms and 

other mental health improvement platforms, but Fika is creating something 

specifically as an education solution to support the 

new generation of lifelong learners.

To date, Fika has been through a series of 

fundraising rounds from a network of angel and 

high-net worth investors, family and friends, and 

has just received their first venture capital in the 

latest fundraising round.

In the UK and many other countries around the world, 

we are currently dealing with a difficult transition. 

As the coronavirus outbreak changes almost hourly, 

many people are being forced to self-isolate and work 

remotely. Fryer touched upon this in our interview: 

"We are all having to remain positive during this time, 

where many people are isolated and fearing for how 

this could affect their mental health. This is exactly 

what Fika is evidenced to combat."

Although many companies have now been advised to 

work remotely if possible, Fryer and Bennett’s team 

aren’t experiencing too much change. They work 

remotely most of the week anyway, with regular 

meetups at their Containerville office space in London 

as well as hosting their ‘Fika Open Tables’. 

Fryer explained further: "This is a concept we’ve 

created where we get the whole team together and 

go around the table giving everyone the chance to get stuff off their chest, 

work related or not. We want to give everyone the opportunity to share, be 

open and most importantly, be listened to without interruption. It’s a really 

important cultural thing we try to do as regularly as we can." 

The reason behind Fika not using co-working spaces is purely an issue of 

cost: "It wouldn’t be cost-effective for us to use them as they charge way too 

much for what we need, and they aren’t practical for us as we’d cover the 

walls in post-its when brainstorming, only to come in the next day to have 

to start all over again - when you’re working in a hot-desking environment 

you can’t just take over a whole office wall with your ideas. 

"In our experience, we also found that the best way to connect with 

people isn’t through co-working spaces but by getting out and networking 

with like-minded people and building relationships. Most people just sit 

there with their headphones in and it can be difficult to have any sort of 

conversation with them in co-working spaces."

The founders had known each other for years before they created Fika. Fryer 

explained how they had always flirted with the idea of starting something 

together but it was never the right time. However, in 2017 the stars aligned 

for the two to be able to collaborate. It had always been a shared dream of 

theirs to create something for the mental health space. 

When asked how to find the perfect co-founder, Fryer said: "I think the 

concept of the ‘perfect’ co-founder is a bit of a fallacy - we’re all only human 

at the end of the day. The important thing is to make sure you have a shared 

goal, and that you’re aligned with the same thought processes and methods 

to achieve that goal. Obviously, there's always going to be difficulties, 

however, you should always be open and challenge each other. Nick and 

I constantly ‘Fika’, which will often be me calling him to ‘talk it out’ about 

something frustrating me, and he’ll do the same – it’s so important to keep 

those communication lines open, honest and transparent."
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foodtech

a spoon full 
of sugar

We live in a culture full of choice, not least of all when it comes to food, with entire aisles in supermarkets 
dedicated to cereal, for example. What this means is the huge scope of food available to us can cater 
to all manner of different dietary needs, but it also means that rooting through all of those cereal boxes 
to find the ones suitable to your dietary requirements can be a very time consuming task. This is where 
Spoon Guru can help.

Spoon Guru is a UK-based health and wellness platform with the 

purpose of helping people to find suitable food for whatever their 

dietary preferences, health objectives, allergies, or intolerances 

might require. The company was founded by Markus Stripf, Tim 

Allen, and Simon O’Regan, who stumbled across the idea when Stripf ’s 

wife was having to comb over the back of all the packaging in Sainsbury’s 

to try and work out if she could or couldn’t eat it. 

Stripf explained: "I noticed this problem people have with finding 

suitable food for their dietary restrictions when I saw my wife 

struggling, because she has a number of intolerances and allergies. And 

I just thought that in this day and age, with the technology that we 

have, it’s crazy that it’s still so difficult to find out whether something is 

suitable for you or not." 

After witnessing this issue, Stripf, Allen and O’Regan set out to 

investigate how widespread the problem was, and whether there was 

a viable market demand for a product that dealt with it. Through their 

research, the team found that the problem was far more common than 

they had anticipated, with a combination of intolerances, allergies, 

religious requirements, and the growing popularity of a vegan diet, as 

well as people simply looking to make healthier choices, creating a huge 

potential user base. 

Spoon Guru hopes that it can change people’s lives for the better by 

making tracking down the right foods a much easier and less time 

consuming task. In the beginning, Spoon Guru worked primarily as a 

way for people with allergies and intolerances to be able to find food 

that was safe for them to eat more easily, but since then the platform 

has grown and now also functions to help people with any dietary 

requirements find what they’re looking for, even if that is as simple as a 

healthier option. 

This branching out into healthy eating from specific dietary 

requirements came when the company uncovered that most people in 

the western world would like to make healthier food choices, but are 

scuppered in their attempts because sorting the genuinely healthy from 

the cleverly advertised isn’t always easy. Spoon Guru has seen a direct 

correlation between giving people the tools to make healthy choices and 

changing behaviours, showing that when people are given the tools to 

be healthy more easily, most people are. 

From a tech point of view, Spoon Guru is an AI-based food search and 

discovery technology. Stripf explained: "We crunch through a huge set 

of unstructured meta-data; billions and billions of data points. We look 

at product information and recipes and analyse all of the ingredients in 

a product, the nutritional information, and even the factory information 

through machine learning and AI. Then we to go beyond the label 

and work out if something is truly vegan or low in sugar or good for 

gut health, or whatever it might be, and then we assign those dietary 

attributes to the product via a tagging system. 

"So that’s all the back end, and then we build digital applications on top 

of these capabilities to make it easier for people to find whatever it is 

they’re looking for."

More and more often in recent years, the reasons behind dietary choices 

have become ethical as much as medical. For example, vegetarianism 

and veganism are both on the rise, and usually driven by motives such 
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as animal welfare and sustainability, rather than a medical need to 

exclude certain foods. Because of this, demand for a tool like Spoon Guru 

is only going to grow. 

Spoon Guru also has plans to help users make more sustainable choices 

when they are shopping, for example by adding tags that indicate how 

much plastic packaging is used. 

One of the challenges that Spoon Guru faced was getting the funding that 

they needed in order to get Spoon Guru off the ground, and then later on, 

staying within the means of the budget, while also trying to grow. 

Stripf explained that when initially developing the idea for Spoon Guru, 

all three of the founders agreed that they wanted to commit themselves 

to the idea, but they needed to secure funding in order to do it: "It 

wasn’t something that we could do as a beta or bootstrap. We knew we 

needed money in order to use something people could rely on. So we 

agreed to write a business case and if we managed to raise money we 

would commit ourselves to it, but if we didn’t then we would just stay 

in our jobs. Thankfully, within a few weeks we did manage to secure 

funding from high net-worth individuals as the first seed investors."

A challenge that Stripf and the founding team encountered around 

recruitment was the competition. There is a skills shortage in the UK at 

the moment, centred around all things involving digital development, 

which means that graduates with these skills are being snapped up 

directly out of university by huge companies, such as Google and 

Facebook, offering big salary packages. However, these are exactly the 

types of workers that Spoon Guru, an AI-based platform, also needed to 

attract. While this continues to be a challenge, Spoon Guru has found 

that one of the things that really helps them to tackle this problem is by 

being a mission-based company, working at the bleeding edge of new 

technology, trying to have a positive impact in the world, which inspires 

and motivates people to come and work for them. 

Another way that Spoon Guru attracts young talent is by providing a 

flexible working environment, enabling people to work from home 

doing whatever hours suite their lifestyle best. Stripf said: "We don’t 

clock people in or out. We’re a very flat organisation with very little 

line management, and people appreciate that level of freedom." This 

approach very much feeds into this issue’s theme of ‘company culture’. 

Here, the culture Spoon Guru is fostering is part of the reason they have 

been able to attract graduate talent. 

Another important aspect of creating a good working environment is 

workspaces, and how your office runs. In this aspect, Spoon Guru has a 

very laid back approach where employees can work wherever they like, 

so long as they are pulling their weight. However, many people do find 

that the most productive place for them to work is in the office, around 

all the other worker bees, and Spoon Guru has an office in Soho for 

everyone who doesn’t want to work from home. 

Despite having their own office, Stripf had praise for co-working spaces, 

believing that they’re a very stimulating environment to work in, where 

you can pool group experiences and expertise to help each other grow 

and overcome problems. Being around a space filled with people who 

are going through, or have been through, the same challenges when 

starting a business creates an environment that Stripf believes to be 

extremely constructive. 

When talking about the early days of growing the team, Stripf explained 

that while all of the three founders had had contact with the digital 

technology, none of them are foodies, so the first step in building 

a successful team for them, was bringing aboard nutritionists with 

medical expertise. Since then, the company has grown to include 32 

people with a satellite office in the US. 

Part of the reason for this success has to be contributed to how well 

Stripf, Allen and O’Regan work as a team. When asked what made the 

perfect co-founder, Stripf said: "The perfect co-founder is someone who 

can help you compensate for your weaknesses and has a skill which 

you don’t have. I was a musician before I embarked upon a professional 

career, and I’ve always viewed running a company like a band; you need 

a bunch of players, not just three drummers. There are certain things 

you need and if you don’t have those things you’re exposed."

S i m o n  O ' R e g a n ,  M a r k u s  S t r i p f  &  T i m  A l l e n  -  F o u n d e r s
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fittech

in at the deep end of 
sports wearables

When it comes to training for high level sports, swimmers are at a disadvantage. You can’t hear your 
coach unless you stop, pacing yourself is more difficult as you cannot see nor hear anything to keep 
time with while you swim, and unless you’re using expensive pool touchpad systems – usually reserved 
for competitions – then getting accurate splits can be tricky. 

D a n  E i s e n h a r d t  -  F o u n d e r

Across the globe, there are over 240 million active pool 

swimmers, making it one of the largest participation sports 

in the world. Yet somehow, swimmers are being wildly 

underserved by technology. Sport practiced on dry land 

– such as athletics and cycling – have been able to get accurate in-

training metrics for years, whereas swimmers haven’t even had access to 

underwater MP3 players for very long – and what there is leaves much to 

be desired. FORM aims to change this.

FORM is a sports technology company with a simple mission, to break 

down barriers between what swimming is and what it could be, and to 

stop letting one of the most participated in sports in the world continue to 

go underserved by technology. To do this, FORM has developed swimming 

goggles with an augmented reality display, to show swimmers their 

performance metrics in real-time. The goggles also connect to the FORM 

app, which collates more data than can be shown on the in-goggle display, 

and allows swimmers to track their progress over time. 

Dan Eisenhardt, the Founder of FORM, was a competitive swimmer for 14 

years, and because of this, he has first-hand experience of how frustrating 

it can be to not be able to access your sporting metrics in real-time. This 

lead Eisenhardt to the idea of swimming goggles with a built-in display for 

the swimmer. 

Eisenhardt explained: "I had the idea for swim goggles with a display in 

my MBA programme back in 2006. For a number of reasons, it couldn’t be 

done at the time. But the idea did give rise to my previous startup, Recon, 

which delivered the same experience for snow sports. That company was 

sold to Intel in 2015." 

In the decade following 2006, technology raced into the future, meaning 

that when Eisenhardt revisited the idea in 2016, the technology was there 

to enable him to deliver the product without making compromises on 

what he knew swimmers needed to make the product meaningful. By 

waiting until the technology was matured enough to create the product 

he wanted with the FORM goggles, Eisenhardt was also able to bring 

the experience – and many of the Recon team – with him into FORM; a 

springboard of expertise from which to start.

FORM uses premium materials because it is important that the FORM 

goggles have a perfect fit, despite being a little larger to incorporate the 

technology required for an augmented reality display. If swimming goggles 

don’t fit properly, they’re not only irritating, they’re genuinely unusable, as 
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if they fail to have a watertight seal 

to the swimmer’s face, then they 

let water in and become pointless. 

Eisenhardt believes that the FORM 

googles can considerably improve 

swimming performance, he said: 

"The FORM goggles don’t just give 

you data. They give you focus. 

Today, swimmers get the data they 

need by glancing up at the pace 

clock and juggling numbers in their 

heads. That takes a lot of mental 

effort. With the FORM goggles, 

the data you need automatically 

appears in front of you when you 

need it. You can be 100% focused 

on what your body is doing."

From a tech standpoint, the 

FORM Swim Goggles are able 

to automatically sense what 

the wearer is doing in the pool, 

providing them with metrics on 

a see-through display within the googles, which can also be accessed on 

the FORM Swim App. In order to do this, the tech involves three main 

components: 

1. Display: FORM uses a waveguide display with freeform optics built 

into the goggle lens. It doesn’t require your eyes to refocus to use, 

instead the data appears as if floating in front of you. 

2. The onboard computer: This is the component that detects what 

the wearer is doing in the water and feeds it to the display. It is 

miniaturised and low power, allowing it to have long lasting battery 

life. 

3. The app: FORM Swim App syncs with the goggles so that the 

swimmer can review workouts, monitor progress accurately, and 

customise what they want the in-goggle display to show. 

To help the company continue to grow, Eisenhardt hopes to focus on 

developing the tech further, including releasing a firmware update for 

the goggles that 

enables support for 

Polar’s OH1 and 

OH1+ optical heart 

rate monitors, which 

will allow swimmers 

to view their real-

time heartrate 

throughout their 

swim. FORM also 

recently launched 

in North America 

with huge success, 

and are hoping to 

continue to expand 

on a global scale. 

Swimmers have 

latched onto the Form Swim Goggles, finally providing them with valuable 

data that other athletes have had access to for years. Eisenhardt said: 

"Something we keep hearing from high-level swimmers is that they’ve 

been wanting a product like this for a long time. After a few swims with 

the FORM goggles, they won’t jump in the pool without them. It’s like 

leaving the house without your smartphone. Now we have proof that our 

core product is an essential piece of equipment for not only high-level 

swimmers but also triathletes and casual swimmers."

Since launching onto the market, FORM has seen a few other smart swim 

goggle companies pop up, however, as they claim to be the first smart 

goggles on the market, FORM has the advantage of being ahead of the 

curve, and so far no other product is able to offer the same combination of 

quality, price point, and innovation. 

Eighteen months after launching, FORM got it’s first investment. Before 

this, Eisenhardt bootstrapped the company himself. Since then, FORM 

has attracted a number of high-net-worth angel investors, some of which 

had also invested in Eisenhardt’s previous startup, Recon, and made a 

profit. But FORM also attracted investors off the back of it’s own strengths, 

and the quality of the team. 

When FORM started out it was a team of just four, including Eisenhardt 

and his two co-founders, but has now grown to 60 people. When building 

the perfect team, Eisenhardt said: "Find co-founders who come with 

critical domain expertise to solve the hardest challenges for your business 

to get off the ground and make a difference. That’s the hardest part. The 

next part is easier as long as the founding team is stable and those people 

are 100% content with their roles and don’t infight."

When building a company culture within the workplace itself, Eisenhardt 

prefers open office spaces where there is room to both work and play, 

decorated in the brand colours for a functional and aesthetically pleasing 

interior, where people are inspired and actually want to spend time. 

Because of these preferences in the space, Eisenhardt doesn’t rent co-

working spaces, which he believes work as temporary solutions for small 

teams, but eventually a company will need a space of their own, to create 

the company culture they need. 

FORM
Founded:  

2016

Founders: 
Dan Eisenhardt

Team members:  
60

Location:  
Vancouver, BC

Industry:  
Sports tech

Funding:  
Completed seed round
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engtech

a digital change 
is coming

Startups focusing on digital software and hardware solutions for 
engineering may not be as common as in other sectors, but as the 
engineering industry becomes more and more digitalised, and 
we’re now clearly well into the Fourth Industrial Revolution, more 
and more engineering and construction startups are popping up. 

One example of this is Clamtek, a construction productivity 

software solution founded in 2019, with a focus on 

managing the movement of labour across medium to large 

construction sites. 

Clamtek is primarily a mobile-based app where construction workers 

can view what projects are being undertaken, available job schedules, as 

well as being able to update progress to supervisors and managers. 

Josh Rosenfeld, Business Development Director, has been involved 

with the company since very near the beginning, and joined fully 

in the middle of last year. He explained further about the product: 

“Managers and supervisors have a clear overview of where their 

labourers are, whether their workers are on-site and what work they 

are carrying out. The app offers a clear data overview of what’s going 

on in projects.”

Clamtek was originally founded by David Rosenfeld, who has 25 years’ 

experience working in the construction sector. During that time he 

saw first-hand the problem that would occur on construction sites, and 

how there was nothing available in the sector to help manage projects 

and workers. Josh explained: “David wanted something that could help 

monitor labour and materials - everything out there was quite messy, 

and he wanted something off the shelf but couldn’t find anything so 

decided to develop a solution himself.”

David was actually approached by London Southbank University, who were 

looking to work with him on this project. Josh explained: “This led to us 

getting investment from the Government’s knowledge transfer partnerships 

scheme, and with this we were able to kick start the product!”

The software solution was developed to help solve the ongoing 

inefficiencies that occur on construction sites today. The main aim is 

helping construction companies save on project costs and finish on 

time, with an easy-to-use application for mobile, tablet and desktop.

It is both exciting and daunting being a tech startup in the 

construction sector, as Josh explained: “The tech side of construction 

Clamtek
Founded:  

2019

Founders: 
David Rosenfeld

Team members:  
4

Location:  
Watford

Industry:  
Construction tech

Funding:  
Grant
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is a new thing. Construction is quite behind when it comes to 

technology and digitalisation, so it is an exciting place to be as a tech 

startup in this world. 

"Construction is now starting to see the benefits of using technology 

and going on that digital transformation journey. It is a good time to be 

in this space.” 

The construction/manufacturing/engineering industry is a sector with 

great potential for startup disruption via new innovative technologies 

and solutions. Josh added: “It’s only just starting to see the benefits 

technology can bring, and how more productive and efficient the 

industry can be. Now it’s learning how these technologies is helping the 

industry as a whole – and we are sort of in the midst of it all, we’re just at 

the beginning of a long journey.”

This is one of the reasons David came up with the idea, as he saw the 

real value for the industry and could picture the benefits it would bring. 

“It’s definitely a good place to be, and an exciting time in construction,” 

Josh added. 

He went on to explain that there are some general management 

platforms out there, but none that really focus on the productivity and 

data side like Clamtek does. "We provide a clear data overview; we 

automate timesheets and get work sent to people quickly that allows you 

to rate everyone’s day-to-day work.”

One of the biggest challenges for Clamtek has been creating a solution that 

will make life easier, while also trying to introduce it to an industry that is 

quite traditional and has been following the same processes for years. 

Josh explained: “So many companies are still using paper timesheets 

and have their classic ways of doing things, so the introduction of a new 

technology is often hard for them to get their head around - they are not 

interested. A lot of people say, "things work here so why would we want 

to look into new technologies?""

Clamtek wants to improve productivity and overall work, but it can be 

a challenge to get the industry to really understand the benefits. Josh 

added: “I really struggle to make them understand why there’s a benefit 

to using software and digital technology in construction - we just need 

that big change.”

The company has just released its MVP (minimum viable product), and 

is now looking for subcontractors in construction companies to test 

it. “We haven’t launched it to the market as such: we are still working 

on the testing phase, so are looking for companies to try it out, give us 

feedback, and start to really create some case studies and understand 

its benefits. Then we will continue with our research and development 

of the product, based on what we have learnt about the end user, and 

look for some more funding for the next stage,” Josh added.

It can be a big and daunting task chosing the right location to work on 

your ideas as a startup. When it comes to finding the right co-working 

space, David added: “I would usually look online or speak to people 

I know to get recommendations, but it really depends on the best ways 

of working for our business. Today we are fortunate that there are many 

options out there. For us at Clamtek, we embrace spaces that give us the 

opportunity to work as collaboratively as possible.”

He added that when it comes to what qualities to look for in a workspace, 

the bigger the better. “Somewhere with lots of space, lots of natural light 

and areas where people are able to work together and collaborate. Access to 

good coffee is also very important!”

But are co-working spaces the best route to go down – especially when 

it comes to connecting with people similar to yourself? David said it was 

definitely a good way to network and meet like-minded people. “Any space 

where you are able to meet new people, learn from each other and be 

creative is a good route to go down.”

As he founded Clamtek on his own, I asked if this was the best route 

for him personally, without a co-founder. For David it was a case of him 

recognising a problem which he then set out to fix. He didn’t set out on his 

own intentionally, that’s just the way it panned out. “I saw a clear problem 

in the construction industry that needed to be solved and I couldn’t wait to 

get started. I very quickly began building a team around me to help move 

the project forward."

He added: “Starting a business is not without 

its challenges, but it is in an area I have 

been involved in for a long time and I’m 

motivated to make a positive change within 

the industry. I’m enjoying every minute of 

it! I also have a great team behind me which 

makes things much easier!"

"Everyone in the team plays a huge role 
in shaping the business going forward so 

I feel like they all act as co-founders."



Due to its strength, durability, longevity and resilience 

(combined with the fact that it doesn’t burn, rust or rot), 

we produce over ten billion tonnes of concrete every year 

to construct our buildings, bridges, roads, dams, pavements, 

kerbs, pipes and even drains. However, due to its widespread use, 

concrete contributes eight percent of global CO2 emissions. To make 

matters worse, around 500 million tonnes of concrete is wasted every 

year, at a value of $40bn. This constitutes a huge problem that London-

based startup CloudCycle is on a mission to solve. We speak to founder 

Phill White to find out more.

CloudCycle has developed an on-truck IoT device and sensor array that 

feeds real-time data to its cloud-based machine learning solution. The 

company’s AI assistant offers automated and suggested interventions to 

ensure concrete always arrives on-site within specification.

The company also offer deep insights into the rheology (the branch 

of physics that deals with the deformation and flow of matter) of 

clients’ concrete quality on arrival and improves productivity via fleet 

optimisation and improved customer service. This in-turn helps to reduce 

waste with fewer rejected loads and associated lost time and resources; 

whilst also enhancing accountability – enabling the client to know their 

concrete characteristics up to the point of handover. This all ultimately 

leads to the reduction of CO2 emissions associated with the waste, 

disposal, and recycling of concrete.

Rooted in the circular economy
White is an entrepreneur who’s passionate about building businesses 

around a circular economy that are sustainable, resource efficient and are 

low carbon/low waste. With a background in the construction industry, 

White quit his career five years ago and actually started a mushroom farm 

working with Sydney Airport in Australia, using the coffee waste from the 

airport’s cafes from which he grew oyster mushrooms - that was his first 

circular economy business.

Then whilst speaking at an event in Australia, where he lived for ten 

years, White was approached by the managing director of one of the 

largest concrete companies in the world, explaining the huge issue that 

existed around waste in the industry. 

"He said that if we could build a solution to fix that, then he’d be very 

interested," said White. "My co-founder and I have known each other for 

around eight years – he’s more technical oriented, I'm more business and 

commercially focused in the circular economy space. So, we got together, 

and we started thinking about CloudCycle."

CloudCycle leverage three cutting edge technologies to bring deep insights 

to the rheology of every concrete load in-transit.

These three technologies are:

IoT: The company’s proprietary CloudBox collects data from its on-truck 

sensor array and feeds it into the cloud system.

Machine learning: The company analyses many data points from every 

concrete mix design to calculate instantaneous concrete characteristics 

and predict the characteristics of the current load on arrival to site.

AI: The company automate interventions to ensure that concrete arrives 

to site within specification.

In phase 2 of the model, when all else fails and surplus occurs, 

CloudCycle will build a marketplace to match surplus concrete spec with 

local demand.

 "We put sensors and IoT devices on concrete trucks and we monitor the 

quality of the concrete in real-time. A big reason why concrete is wasted is 

because the quality is not right when it's shipped over to site. And it's in 

the concrete truck that things go wrong," White continued.

"We install our devices and provide real-time reporting on the quality of 

that concrete, to make sure that when it is delivered to site, at any time, 

we can give it a digital fingerprint to say that the quality of the concrete 
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tech4good

the sustainability mission 
that’s set in stone
If I was to tell you that water is the most commonly used material in the world, I doubt you’d be 
surprised. However, if I asked you what material appears second within that list you may be left 
scratching your head. Plastic? Copper? Carbon Fibre? Good guesses all. However, you’d be wrong – it’s 
actually concrete.
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was good upon delivery so it reduces liability. If there is a problem with 

the concrete we can then intervene and suggest how we can fix it so 

it’s delivered to specification every time, which then reduces waste and 

saves money. The owners of the concrete trucks pay for the service which 

operates as a subscription model - we’re currently piloting with the 

world’s biggest two cement companies."

White estimates that CloudCycle will be employed on around 25-30 

trucks in the next couple of months. Over the next three to six months 

the technology will be validated, with product/market fit towards the end 

of the year. "Then we'll be looking to raise another round and scaling at 

the back end of this year/early next - we're just closing our seed round 

now and have received a £250,000 grant," he added

"Our two pilots are with global companies so we’ll be scaling through 

them, and that will be a business in itself. We've identified six countries 

who we are speaking with in Europe, and then we'll look at scaling 

into Asia and Australia (as my co-founder and I have a history in Asia). 

Surprisingly, the US isn’t one of the biggest markets because they don’t 

invest a lot in infrastructure."

CloudCycle founded in March last year, and were part of an accelerator 

programme run by The Carbon Trust. The company then entered into a 

programme called Antler, a global VC and startup generator. At present the 

company purely consists of White and his co-founder but are just about 

to start hiring with around six roles to fill before the summer. He added: 

"We’ll be looking for a deep learning lead, a data scientist, a customer 

success lead (because we want to change how customers could be selling 

to the construction industry), a firmware lead, and a software developer."

Challenges
White muted that the long sales cycles of the companies within the 

industry is a challenge, commenting: "We've been talking to these 

companies for over a year, yet we’ve only been able to install hardware last 

month. So, without programmes like Antler and support from Circular 

London we wouldn’t have got the grant."

"We are using WeWork and I’d highly recommend Antler, as they are now 

the world’s largest startup builder. You join as a single founder, you meet 

your tech or business founder; you share ideas and collaborate; and you 

then pitch to their investment committee after two months, and then you 

get invested in. We were Cohort One in London – around 1,700 people 

applied, they chose 70 – then out of that around 13 companies were 

formed and received investment."

White added that in terms of competition there are a couple of analogue 

solutions available but questioned their level of scalability. "Their 

hardware costs about 

£5,000 and ours cost 

about £200. And we 

are the only ones 

that can manage 

flow concrete, which 

is much more liquid. 

And that's where the 

industry is moving 

towards."

CloudCycle
Founded:  

2019

Founders: 
Phill White, Russell Elfenbein

Team members:  
2

Location:  
London

Industry:  
Construction

Funding:  
Antler (pre-seed VC)

P h i l l  W h i t e  &  R u s s e l l  E l f e n b e i n  -  F o u n d e r s
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one card to 
rule them all

These days a lot of people have more than 
one bank card, connecting to more than 
one bank, located in more than one country. 
With this new trend of decentralised finances 
comes a new slew of inconveniences; working 
out which bank card to use amongst a sea of 
nearly-identical bank cards while also trying 
not to hold up the ever-growing line behind 
you, only to pay and realise you did end up 
using the wrong one after all. It’s no longer 
rare to be with more than one bank, so it’s 
time for a solution to these woes. 

Curve
Founded:  

2015

Founders: 
Shachar Bialick

Team members:  
280

Location:  
London HQ (Bristol, Brooklyn)

Industry:  
Fintech

Funding:  
Angel, VC

Curve is not a bank, but it is a solution. The startup, founded 

by Shachar Bialick, provides users with a single bank card 

that is able to unite all of their wayward bank accounts. 

Curve is an over-the-top platform where you can manage all 

of your finances and combine all of your cards in one: it is a place where 

you can see everything, including how to get the best savings. Startups 

Magazine spoke with Nathalie Oestmann, Chief Operating Officer at 

Curve, to learn more about the successful startup, and how to creature a 

positive culture to help your company thrive.

To make Curve work for you, all you need prior to signing up is a bank 

account. Then, to be able to use Curve, you need to download the app onto 

your phone, open it up and sign in as a Curve customer through one of 

three options: blue, black and metal – which range from free to £14.00/

month respectively. Each tier has different benefits, allowing the user to 

go through the different aspects of each and choose whichever one is best. 

After that, you then start to load up your funding cards onto the platform. 

Curve is looking to give it’s users the best fintech banking experience, 

while not being a bank itself. The platform does this by working across all 

of your different banking relationships and financial products. 

After you have loaded up your funding cards and Curve has done some 

KYC and AML (Know Your Customer and Anti-Money Laundering) checks 

in the background, then a micropayment is made onto the account to 

ensure that the customer is the card account holder. From that moment 

on the card is yours and you are able to spend. The card can also be 

integrated with mobile payment services. 

Oestmann said: "I’m American and French, which means that I have 

bank accounts in France, the US, and the UK. I also have every fintech 

account you can imagine. So I have lots of different relationships and lots 

of different environments financially, which made things like wanting 

to be able to see an overview of my finances very difficult. But loading 

all of my cards from different countries and companies and even in 

different currencies onto Curve, I now have one dashboard to see all of my 

outgoings and to be able to view my data. 

"The other really neat aspect around Curve is that we have the ability 

through our 

technology to 

go back in time, 

meaning that if 

N a t h a l i e  O e s t m a n n  -  C O O

fintech



you’ve used the wrong card you have a certain amount of time to go into 

your dashboard and change the payment method you used. 

What’s really neat about that feature – and people don’t realise that they 

want it until they have it – is that in the non-curve world, when you are 

at the till and deciding what card to use, you are making a split second 

decision, and people just accept that this is just the way things work. Once 

people have the ability to go back in time and post-transaction decide 

what card they want to put it on, they actually have a lot more control. 

"As an example, maybe you realise that your banking card has a special 

deal going on with a certain merchant that might give you extra points 

for a period of time, but you pulled the wrong card at the time. Or maybe 

you’re a small business owner and you realise that you put a personal 

expense on a business card, well with Curve, you can move that over so 

that you are cleanly delineating your expenses."

Bialick is an entrepreneur by nature, has had multiple successful 

companies in different areas, but decided to branch out into the 

fragmented world of personal finance after having to grapple with it 

himself, wishing to find a solution for everyone in the same boat. 

Curve has enjoyed a lot of success so far in its journey, with a team of 

280 and offices in London and Bristol in the UK, as well as a Brooklyn 

office in the US, which the company is hoping to expand across 

America in the future. One – among many – areas of success for the 

startup, was in securing funding. Curve used 

an eclectic range of methods, including series 

B funding, crowdfunding, angel investors and 

venture capitalists.

"Seventy-seven percent of the company has 

been with us for less than a year, and we 

are now approaching 300 employees. So the 

growth has been quite phenomenal. In October 

2018 we were just over 50 employees, by May 

2019 we were 100, so that gives you an idea of 

the growth." 

In order to reach this level of success, Curve had to navigate a number of 

challenges, just like all startups. One challenge that Curve still contends 

with is that at present there is no one else out there who does what Curve 

does, which on the positive side means that there is less competition, 

but on the flip side, means that there is a lack of understanding about 

what the company does. There are people everywhere whose lives could 

be simplified through the use of Curve, but because they don’t know it 

exists and have nothing they are familiar with to compare it to, it’s not 

something they consider. 

Being the first in their field, Curve doesn’t currently have any competitors 

in the market, however, given the waves they are making in fintech, the 

company does expect this to change in the future. 

When asked how Curve planned to stay ahead of the rest, Oestmann 

explained: "One of our product principles is that we’re always going to 

do things ten times better than anyone else, and that we’re always going 

to be creating products and features that delight our customers. The one 

thing that we feel very confident about is that we are ahead of the game 

because we started this journey before anyone else, and in the fintech 

space it’s all about time and speed to market."

As the COO of Curve, Oestmann deals with a lot of the issues around 

company culture and how to make sure employees are happy and well 

looked after, whilst also making sure that they’re the right fit for your 

company. After experiencing such fast growth, Curve had to work out how 

to work most efficiently and effectively as a unit. A company of 50 people 

can be in one office space together, but 280 spread out over three offices 

cannot, they still need that cohesion that unifies people as one company. 

When looking for the best office space, Curve places a lot of importance 

on location, and being somewhere that can attract the talent and kinds 

of employees that you want in your business is key. The company has a 

preference for clean open spaces that promote collaboration, have plenty 

of break out and meeting areas for people to eat and bond, as well as 

providing healthy food on tap for employees.  

Fostering a positive company culture and maintaining operational 

effectiveness with 50 people is significantly easier than it is with 280, 

but given her first-hand experience, Oestmann had some wisdom on the 

subject: "It’s all about your operating principles, how you provide clarity, 

how you ensure people are competent, and how you make sure there is 

that interaction between teams being made in a meaningful way."

One method that Oestmann uses to help employees is giving everyone 

objectives and key results, updated quarterly, to provide clarity, and KPI’s 

within the various teams, to accurately be able to monitor whether those 

objectives are being met. By making the goal this clear, Curve is able to 

provide more flexibility to its employees about reaching objectives. 

Curve also has in place routines and rituals for managers to make sure 

they’re as effective as possible, including team meetings, one-to-ones, 

talent progression and improvement, and monthly business reviews. All 

of these have been implemented in the last five months by Oestmann to 

enhance the effectiveness of the company. When hiring so many people 

in such a short space of time, it can be difficult to be sure that you’re 

making the right choice. 

In order to try and ensure a good personality fit to the culture Curve is 

fostering, three of the four interviews that prospective employees go 

through revolve around culture and the company’s principles, not the 

technical aspects of the job. By doing this, Curve is able to make sure 

that the traits and attributes of the candidate match up with those of 

Curve, making them a good fit for the company culture. One of the most 

important parts of Curve’s culture, according to Oestmann, is creating 

an environment – and taking on employees – that feel comfortable 

dissenting, as this can often either lead to better ideas, or reveal problems 

that would otherwise go neglected. 

"The obligation for dissent goes both ways. It’s our obligation to tell people 

when they’re not performing well, and to show a clear path for how they 

might be able to do that. If that doesn’t work, then sadly sometimes it is just 

better to part ways, but always with dignity and respect."

FOOD 
WASTE
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"One of the things that we’ve learned is that culture 
is really important. Firstly company culture has been 
evolving. When I arrived, the leadership team were 

just finishing up their leadership principles, those 
are now locked in. But one of the things that we do 
now is make sure we’re not only interviewing for a 
technical fit, which is obviously very important, but 

also for a personality fit."
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Writer: Lanna Cooper,  
Startups Magazine.

the future looks less stressful 
for you and your pets
After moving abroad to study at university, Anil Puri, Founder of Pet Instincts, had no idea that his 
beloved dog, Nicki, would suffer from separation anxiety. One of the most common complaints of pet 
parents is that their dogs are disruptive when left at home alone. 

Their dogs might urinate, defecate, bark, howl, chew, 

dig or try to escape. Although these problems can 

sometimes indicate that a dog needs to undergo some 

training, they often are symptoms of distress. Did you 

know that in the UK alone, almost six million dogs are left 

home alone for five or more hours on a typical weekday? 

So much boredom, isolation and under stimulation can have 

a dramatic impact on a dog’s wellbeing, with eight out of ten 

dogs in the UK experiencing some form of separation anxiety. 

Behavioural problems like separation anxiety have troubled 

pet owners for years, but in this modern age, with all the 

technology, gadgets and medicines, there still isn’t one 

effective solution to this problem. Puri embarked on a mission 

close to his heart, to make the pet-owner relationship less 

stressful for both sides. 

He told me: "At Pet Instincts, we believe that a pet’s mental 

health is just as important to care for as their physical health, 

that’s why we’re building technology-based solutions that 

improve the health and livelihood of all pets."

Desperately wanting to help his dog after finding out she 

wasn’t eating properly for days, being very inactive and 

just looking depressed when he wasn’t around, Puri tried 

lots of products on the market but was disappointed with 

how generalised they were and noticed they only provided 

very short term relief. With a background in product design 

engineering, he 

challenged himself to 

see if he could make 

something to help with 

his daily life. Puri started 

to understand the scope 

of this problem, and 

just how many other 

dog owners were also 

having to deal with it 

daily. After conducting 

research and speaking to 

experts, Puri found that 

eight out of ten dogs 

experience separation anxiety, but only about 30% of owners 

know that this is the case. This problem is one that’s become 

a lot more prominent in the last few years because of the pace 

of modern day life, but there is still very little understanding 

around the subject. 

Pet Instincts is developing a new technology-based product 

that enables dog owners to maintain the wellbeing of their pet 

while they’re away from home. 

Other existing pet tech tends to focus on a dog’s physical 

health, almost entirely neglecting their mental health, whereas 

this is Pet Instincts' focus, as well as responding to individual 

dog’s needs. There are existing solutions designed for dog 

wellness, however, Puri believes they can be rather invasive 

and only provide short-term relief which in time loses its 

effectiveness if it’s continually used.  

"In 2018, I got the chance to exhibit our product concept at the 

New Designers exhibition for emerging design and although 

it was still very new, it meant I got to speak to hundreds of 

people about my idea and I was able to learn more about 

the problems they were facing with their pets. Soon after I 

considered turning the idea into a business, so I entered the 

Mayor of London’s entrepreneur competition. Although still at 

an early concept stage I got to the semi-finals which gave me 

the confidence to take it further and see where the business 

could go." said Puri.

Within weeks of registering with Companies House, Puri 

was accepted onto the Central Research Laboratory’s (CRL) 

six-month accelerator programme which focuses on product 

development, market validation, commercial strategy and 

A n i l  P u r i  -  F o u n d e r  ( a n d  h i s  d o g  N i c k i )
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investor readiness for startups building innovative hardware businesses. 

He explained: "Everything just boosted from this moment on! We 

restarted our approach to test the viability and efficacy of the product 

to see if it would be successful on the market. I wanted to bring it back 

to the focus of making a product that would really help dogs and their 

owners."

Pet Instincts is still a small team with several advisors and three part 

time staff, but the startup is now reaching the stage where it wants to 

expand the core team and are now scouting to bring on more software 

and firmware engineering expertise. 

It can be a lonely time building a business without a co-founder, 

however, it was great to hear about everything Puri has achieved on his 

own. Although he would like a co-founder to join the growing team, 

he’s not going out of his way to search for one - he is letting life happen. 

Many startups built by strong teams have failed because of co-founder 

disagreements and misalignment of interests, so I loved to hear how 

Puri is owning his role and not letting the pressure of finding a co-

founder, for the sake of it, get to him. 

He talked about his personal experience: "It has been very difficult at 

times, but I also take great pride in everything I have achieved so far 

without a co-founder. I think the biggest challenge I have personally 

struggled with is keeping up a consistent pace of work. Motivation 

plays a big factor in this as the workload can often be daunting at times, 

especially if it’s mostly being done by one person. But my advice to any 

other early stage startups would be, you have to remember why you’re 

doing this, and find something that drives you to get to the next day or 

the next milestone. 

"Sometimes it’s just the little things too - I found what helped me was 

being able to go to my support system, whether that be my team of 

mentors and advisors, my team of part timers or even going to seminars 

that the accelerator ran. 

"Surrounding yourself with a wealth of knowledge really does help you to 

make the best choices to move forward. As well as this I’d say it’s best to 

explore what avenues of support may already be available to you before 

outreaching, as early stage startup support is hard to find, especially if 

you need to go outside of your network to find it. In my situation, I’ve 

been fortunate enough to have had the Co-Innovate and Innovation Hub 

departments at Brunel University, as well as the Santander Universities 

scheme provide me with some funding and mentorship."

Having worked at the CRL co-working space since joining the accelerator, 

Puri shared his thoughts: "They are great in terms of networking and 

connecting with people, everyone there is in a similar boat to you, they 

understand the startup world struggles but also have so much guidance 

and insights to share. Co-working spaces have a completely different, 

inspiring environment compared to spaces I’ve worked in the past, for 

example, libraries or innovation hubs at universities. The only dangerous 

side to a co-working space is how distracted you can get, but you just have 

to keep your focus." 

The future is certainly looking a lot less stressful for you and your pets. 

But it’s also looking bright for this early stage startup, as it recently won 

a venture competition run by Brunel University Entrepreneur Hub and 

Santander Bank in which they were awarded £5,000, and Puri told me 

this money will be put towards product development. Keep your eyes 

peeled over the coming months as we will be revisiting Pet Instincts in 

the future to delve deeper into their technology and see how the startup 

has developed.

Pet Instincts
Founded:  

2019

Founders: 
Anil Puri

Team members:  
4

Location:  
London

Industry:  
Pet care

Funding:  
Investment, grants, competition 

prize
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the future of inner 
city transportation

As inner cities restrict car access, more urban families depend upon year-round ebikes. Ebikes with 
weather protection, car-like comfort and technology, the capability to transport children safely, and the 
ability to carry additional luggage.

Emerging technologies have brought many different prototypes of 

electric vehicles and bikes onto the market, but now with CityQ 

we are going one step further in this development - the car ebike. 

By 2021 car ebikes are likely to be very popular and CityQ are one 

company that will be delivering them.

So, what is a car ebike? It is taking the concept of the bike one step further.

Located in Oslo Norway, Co-founder Morten Rynning explained that CityQ 

is based on a strong Scandinavian design and early adoption in Norway 

within eMobility, including the most mature market globally for electric 

cars, micro-mobility and LEV. Imagine your next car being an ebike, there 

are so many benefits to having a bike rather than a car but with a CityQ 

ebike there are so many features that a standard bike doesn’t have. 

The idea was born as Rynning decided he needed some weather 

protection whilst riding his bike. "We encourage people to use bikes, and 

Norway was one of the first countries to actually say they were banning 

all private vehicles in its capital. So I started to look at alternative vehicles 

that could be used. From here I realised it is not a Norway issue, but more 

of a global one."

More and more cities are going to jump on restricting private car traffic, 

and currently 50% of urban car trips are less than 5km, so we need to 

make bikes more desirable. 

The main issues Rynning came across were related to safety, weather, 

passenger/cargo and so this is where the CityQ was born and Rynning’s 

design is centred around these factors: 

• Weather protection

• Passenger and cargo capacity in a safe way

• Car technologies downsized into a bike

It has a cover over the top to protect you like a car, it can seat up to three 

people, and includes seat belts, whilst also being able to hold luggage. It 

has four wheels and has a 48V propulsion system including a motor which 

can reach speeds of 25km/h. The range can last between 60 and 100km, 

depending on how many batteries you use. 

The CityQ has pedals, but uses the electric drive instead of a chain. It 

works though an app which in turn is connected to a mobile dashboard. 

An on board computer manages the vehicle, and uses its own cloud to 

track and upgrade. 

Rynning commented: "That is what is fascinating about these products 

- typically we see bikes as manual and cars using a fuel engine, but 

when both of them become electric they can emerge in the same type of 

technology. It’s about using a type of software and a type of protocols that 

enables us to use much more advanced IoT and communication, which 

has never been done before."

CityQ is the next-

generation multi-

wheel ebike that 

replaces mechanics 

with software and 

connectivity. It 

has the ability to 

not only track the 

vehicles, but offer 

rental cases, as 

CityQ removes the 

mechanical drive 

trains, and fits 

their own software. 

"That enables us 

to get rid of chains 

and gears and 

gives it modes that 

drive much more 

like a car," Rynning 

added. 

He commented: 

"Being from 

Norway we have a 

lot of Teslas here, 

so I like the idea of 

our ebike having 

what I call a ‘Tesla 

feeling’. It won’t be 

a luxury car but it 

will have that in-car feeling, which of course, is totally different to when 

you’re riding a bike."

Whilst having the benefits of a car, it also has the perks of a bike. With a 

bike, it is easy to go backwards, you just get off and roll it backwards, but 

it gets difficult when you add in multiple wheels. Rynning said: "You don’t 

have a reverse function unless you have a cargo bike, but on a software-

based drive train you can train the bike to go backwards quite easily. This 

means you can reverse into your garage without getting off." 

The CityQ motor also helps you with hill starts and cruise control which 

enables the drive experience to be more smooth. 

Rynning explained that CityQ has been working together with 

automotive manufacturers and vendors to the automotive industry, 

which has developed the basics for the software-based drive train. "The 

technology is quite technical which has allowed for the interface to be 
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advanced, and enabled drive modes, so that is what we are working on 

currently. This car ebike is not just about CityQ - in the future you will 

have a lot of these products coming online."

He added that they are also working with IT companies to see how they 

can develop the user interface. "Currently you have the start button but 

you also have your mobile as the interface of how you run this bike. So for 

instance, you may use the app to unlock the bike, if it’s your bike you go 

into the app and click unlock - part of the safety - then you mount your 

mobile into the dashboard which gives you the navigation part of CityQ, 

enabling you to see where you are going or the speed – you control the 

visuals. So this becomes part of the feeling of it being like a car."

The important thing to remember is CityQ has the qualities of a bike, 

and that is why you don’t need a driving licence, and it can be ridden in 

pedestrian areas. Rynning said: "There are rules for the CityQ - you have 

to be 13 years old, but beyond that anyone can buy it. There is no ID 

required, but I think in the future some form of training maybe required.

"We will support the ability to get guidelines for this type of vehicle, and 

show people how to drive any ebike safely. You do ideally need a mobile 

to be able to drive the CityQ but there will be versions that are practical 

without one, and everything on it will be standard."

Using the connectivity can benefit in more than one way, Rynning 

described: "If you use the mobile there is an ability to track the vehicle, 

as it is connected to the cloud, which means if it is stolen we will know 

where it is and be able to track it down. That will make it easier to insure, 

and also easier to share – for example sharing with your family, or if it is a 

corporate bike you can share with colleagues and employers."

The CityQ will soon be available to pre-order and will be on the market 

properly within a year or so. Rynning said: "We are already working with a 

distributor in the UK. We are currently on the second generation prototype, 

which will be ready in April and then we will do a pilot series that we will 

offer to partners to try out to get a feel for the product, which sometimes 

means selling to companies who have a number of employees."

There are of course many challenges startups face along the way, but one 

that is often mentioned is funding. Rynning said: "Funding is always a 

challenge, as it’s about finding the right type of funding for you."

He also stated that innovating can be a bit of a challenge: "It is hard 

sometimes to source and find the right parts. A few years ago in particular, 

it was difficult to find wheels, and even now it can be a real challenge to 

find some components 

and we are still waiting 

for some to be made."

It’s fair to say that 

CityQ are a little bit 

more advanced than 

the technology and 

products readily 

available. Rynning said: 

"It would be impossible 

to go to market this 

year. We need to 

wait for some of the 

technology products to 

go to market in 2021 

for us to be able to do 

the same."

The main focus for 

CityQ is getting to 

market. "Our five-year 

plan is to develop the product and help the industry."

CityQ was actually founded by both Rynning and his co-founder Ragnar 

Ek, and they created the idea together, but Ek is not as active. Rynning 

expressed that to be able to work with a co-founder you really need to able 

to work together well and think in a co-ordinated manor.

Rynning said: "Obviously we have quibbles and there are some challenges, it 

is intense, it’s like you’re almost married! But you need these to get the best 

outcome. As co-founders if you're not able to work well as team, it's going to 

be very hard to convince others – it may seem as though you are constantly 

out of touch."

It is important to create a culture where everyone feels like part of the 

team and everyone is in it together. "Co-founders need to have the ability 

to include everyone and make sure everyone feels like they are valued. You 

need to create that winning team feeling and make sure everyone feels like 

a winner. Normally this is easy to create in a startup because you believe in 

your idea, and it’s important to keep the momentum up within the whole 

team. "It’s about nurturing and caring for that feeling," Rynning added. 

Workplaces can also be hard for startups, especially when making 

decisions. Rynning commented: "They need 

to be nice and have the capability of a hot 

seat - that’s always a good starting point for 

startups. With co-working spaces and hot 

seats, you can invite people to come into an 

office, but it also has the bonus of flexibility."

Co-working spaces are sometimes better as 

they are bigger, but still with that flexibility, 

Rynning described: "We used garages to 

build our bikes, but as a team we are very 

spread out. People may question that but 

you do need to be flexible. I wouldn’t be 

able to find the right people to work for 

CityQ if I needed everyone to be in the 

same office."

CityQ
Founded:  

2016

Founders: 
Morten Rynning and Ragnar Ek

Team members:  
above 10

Location:  
Oslo, Norway

Industry:  
Green Mobility and 

Sustainability

Funding:  
Seed, Public Grant in 

Scandinavia and soft funding
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